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Beware of Price Panic! 


S hoe manufacturers and retail shoe 
merchants should not at this time—or, in fact, at any time—indulge in the same 
panic that they are charging to the public. a 

No matter how strongly they are tempted by transient conditions, manufac- 
turers and merchants who are able to think clearly will realize that there is no 
permanent benefit to anyone, anywhere, any time, from cutting any prices that are 
fully justified by quality and necessary marketing profit on present satisfactory 
volume. 

This belief has always been one of the policies of the Regal Shoe Company. 
We are not going to change it. We decline to let the present unsound and only 
temporary price-panic influence us to reduce our already slender manufacturing 
profit or reduce the standard Regal quality that our customers want and are ac- 
customed to get. 

We shall adhere to our one fixed price of $6.60 until such time as investigation 
shows unmistakably that the market for our quality of shoe materials has per- 
manently moved downward to a level that enables us to sell Regal quality at a 
worthwhile reduction from $6.60. 

Arguments now current for the unusual and untimely cutting of established 
retail prices for standardized merchandise are largely fallacious. The laborious 
explanations that accompany such arguments are the best evidence of this. Any 
manufacturer or merchant who could properly sell his products now at lower than 
standard prices probably ought to have been doing so before now. 

Any argument for price reductions based upon the public’s decreased purchasing 
power will of course be suspected of having one or the other of two motives— 
to enable the seller to reduce an inventory that is at this time too large because 
of unskillful merchandising, or to give the seller opportunity to cut quality. 

Sympathy for those out of employment and a worthy desire to help them can- 
not sensibly take the form of an arbitrary reduction in justifiable prices for mer- 
chandise. Other well-known methods of expressing altruism are vastly superior 
to indulgence in faulty economics. 

To resist the temptation to liquidate unsold goods, and to stand firmly against 
the exploitation of the present period of business depression by surreptitiously 
cutting quality, requires not courage but merely common sense. 

If for temporary financial reasons some of the usual customers of a given grade 
and price of shoes find it necessary for awhile to spend less for their footwear, it 
is much better business for the makers and retailers of that grade to let those cus- 
tomers go elsewhere than it is to upset their own production and selling methods 
and give their regular goods a black eye by trying to compete temporarily with the 
lower quality and price. 

Those manufacturers and retailers will usually have a satisfactory offset to 
such minor losses of customers through the new trade they get from former 
customers of still higher-price shoes who see fit, for the same financial reason, to 
buy less expensive shoes for a while. 

We prefer to remain a manufacturer who gives the public constantly, at our 
regular price, the maximum value possible under all conditions of cost of materials. 
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en’s Sport Styles 


Shoe Types and Treatments That Suggest 
the Trend for Summer Selling Up North 


One of the most remarked trends 


in the men’s apparel industry, during the past few years, has been the steadily 
increasing market for Summer sportswear. The midsummer exodus of tourists 
and vacationists has reached such proportions and the demand for suitable apparel 
has become so great that it is now a definite factor in the outfitter’s plans—pros- 
pective business that can be depended upon, and, consequently, must be provided 


for. 

But, great as it is, this tourist business is by no means entirely responsible for 
the remarkable development of lightweight sportswear—another factor has played 
an important part because, in addition to creating an increased market, it has 
served to change such outfitting from a short and uncertain one-season proposi- 


White buck and calf combination 

featuring the colored piping as a 

finish. The backstay and quarter 

lines complement the line of the 

tip which is relative to the sweep- 
ing line on the quarter. 


Round thread linen in gray beige 

tones is used as a base to comple- 

ment the very dark brown calf trim. 

The punching is lightened by a 

light underlay es oa. saw tooth 
inis 


Combination golf shoe featuring 

the moccasin toe and perforated 

trim on quarter. Black and white 

are favored for resort and Southern 
wear 
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-or Southern Playgrounds 


By CHARLES RANDALL CHOATE 


tion to a dependable, two-season business. This fac- 
tor is the growing appeal of Southern watering places 
to the winter vacationist. 

Only a few years ago “Going South” outfitting was 
a negligible quantity. True, certain of the most 
prominent dealers professed to be “summer outfitters 
in the midst of winter,” but, for the most part, their 
preparations consisted of getting in a dozen or so of 
flannel trousers, a line of sizes in straw hats and a 
style or two in sports footwear. Today, any number 
of the country’s foremost merchants know that they 
can depend upon the two and a half months begin- 
ning about Dec. 15 to add substantially to their volume 
through the sale of “Going South” apparel. 

The natural result of this condition has been the 
building up of a separate sportswear department in 
each of these establishments—departments that vie 
with each other in introducing new and practical 
sports things that will make the greatest appeal to 
those vacation-bound. This season is no exception 
and many new, smart styles (in many instances de- 
veloped from the observations of stylists in Europe, 
during the past summer season) are now ready to be 
called in for the pre-holiday showings. 


Prominent in every sportswear department is the 
four-piece sports suit with its practical combination 
of coat, vest, long trousers and knicker—a combina- 
tion which permits its use as either a three-piece sack 
suit or as a sport coat and knicker. Indeed, so 
practical has the demand become during the past two 
years that the four-piece Suit has gradually ap- 
proached the status of a sack suit with knickers to 
match. 


However, the trend this 
winter is toward more of a sports atmosphere and 
we can expect a little more latitude in designing than 
has been evident for some time. For one thing, the 
half-belted coat shows signs of regaining part of its 
lost favor—several models will be included in the 
winter stocks and one in particular, combining the 
slightly extended shoulder of the business sack with 
a waistline half-belt and outside bellows pockets split 
with inverted pleats, seems destined to enjoy a great 
amount of popularity. Also, colors and fabrics, which 
have been decidedly conservative for some time, are 

[TURN TO PAGE 70, PLEASE] 


Left, top: White buck with saddle of medium 
brown calf. This type of shoe is featured in 
round and French toed lasts. Bottom: White wash- 
able calf with dark brown tip and quarter. The 
plain brogue with welting for toe trim is new and 
smart for resort and Southern wear. Below: 
Full toed sport oxford featuring the rubber sole 
and drop heel. oo lines trim the 
saddle 
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» 1931 Will 


By 
FRED A. GANNON 


Next year will be a 
“Work Shoe Year.” Billions are to be spent for new 
construction for public works and renewed industrial 
undertakings. Millions will be spent for work shoes 
made necessary by the quickening tempo of industry 
and employment. The national economic program and 
the plans of various states call for work, more work 
and yet more work, for the promotion of the common 
welfare. There will be 52 selling weeks in this “Work 
Shoe Year.” 

Nobody knows just how many work shoes are made 
and sold each year. Nobody has yet defined a work 
shoe, except in the general classification of shoes which 
people wear to work. The types are many and varied. © 
They range from the heavy, iron clad shoe of the 
miner, toiling in the earth, to the wool-lined boots of 
the air mail pilot, and they include the shoes of the 
carpenter and bricklayer, the butcher, the baker and 
the candlestick maker, or his modern successor,. the elec- 
tric light man. Also, if you wish to extend the classi- 
fication that far, the shoes of the office girl, the store 
girl, the factory girl and the housekeeper. Say that 
everybody works, for good and liberal measure, and 
sell a pair of work shoes to everybody on the store’s. 
list of customers. 

Quite as important as selling more pairs of work 
shoes is the task of getting these shoes fitted right. It’s 
a huge responsibility. Figures of efficiency engineers. 
show that there is an annual loss of $100,000,000 on 
the item of inefficient footwear. That is for factory 
workers alone. It’s only a part of the total. Other 
millions are lost by patrolmen and letter carriers who- 
are tired out in the prime of their careers because they 
have defective feet, and yet other millions by sales- 
people in stores who cannot smile because their shoes. 
hurt their feet, and yet other millions by women who 
shuffle about the house in shoes that never were built 
for housekeeping. 
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Be a Work Shoe Year 


Congress Is Planning to Spend Hundreds of Millions to Speed Public Work and Em- 
ployment—Hundreds of Millions More were Voted by Various States at Elections Last 
Month—Business Expansion in 1931 Will Mean More Work—and More Work Shoes 


Vv 


Twenty per cent or more of the men called up for 
army service during the World War were rejected 
because they had foot troubles. These were all young 
men. Foot troubles increase with years, as do other 
bodily ailments. Nobody knows how many persons of 
40, 50 or 60 years suffer from feet that are incapaci- 
tated for duty in the ordinary everyday routine of 
life. The losses in production from this item alone 
must run into many millions. Besides, there are the 
bills for the remedying of foot troubles and other ail- 
ments that are consequent upon defective feet. 


lt is true that an ounce 
of prevention is worth a pound of cure when it comes 
to foot troubles. And it is equally true that the losses in 
industrial efforts that are due to foot troubles are a heavy 
tax on the public purse. Just glance over the bulletins 
of the State department of industry or the State bureau 
of public health and see how many accidents are due to 
defective footwear. They range from the wrenched 
ankle of the girl who wore shoes with heels too high to 
the death of the structural steel worker who slipped 
from the sky scraper tower. Or ask the doctor how 
many of his patients suffer from ills caused by the shoes 
they wear during the working hours of each day. 

The fitting of work shoes is the most important point 
in the selling of work shoes. It is even more important 
than price. A dollar more for a pair of work 
shoes that really fit may enable the worker to increase 
his earnings by a-dollar a week. 

To fit a work shoe, first measure the foot very care- 
fully. At the same time learn the daily job of the 
worker, for the task as well as the foot should be fitted. 
Make sure that there is plenty of length and width. The 
army records show that short fitting of shoes is much 
too common. In winter time, especially, the work shoe 
should be large enough to allow for the wearing of one 
pair of thick stockings or two pairs of thin stockings. 
Foreparts should be roomy enough to provide for plenty 
of toe action, particularly action by the big toe joint, 
which bears the weight of the day’s toil. 

Remember that the feet of the worker spread as 

[TURN TO PAGE 64, PLEASE] 
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No Other Industry Gets More 


For every $100.00 of retail purchases, Mr. 
or Mrs. America buys: $58.60 for cash; $32.20 
on open credit and $9.20 on installment plan. 


The Shoe Dollar 





Your Trade Dollar! ! 


TheAverage Retail Dollar 





IN CASH 


The relationship of cash and 
credit in the shoe industry to the cash and credit of 
every other industry at retail is told to industry by 
the Bureau of Foreign and Domestic Commerce, 
Washington, D. C. 

Mr. and Mrs. America’s credit purchases are said 
to total $20,000,000,000 annually, but so honest are 
they that avoidable losses are no larger than $200,- 
000,000. On charge accounts they pay all of their 
bills except 0.6 per cent. On instalment purchases 
they pay all but 1.2 per cent. 

These figures, compiled for the year 1927, are based 
on reports from 23,779 retail establishments with net 
sales of $4,746,314,000—only a fraction, though per- 
haps a representative one, of the whole. The nation- 
wide survey, the first made on our retail credit prac- 
tices, shows the extent of deferred payments. (The 
figures for all 23,779 establishments are shown on the 
accompanying chart.) 

“One of the striking facts brought out by the sur- 
vey,” said William L. Cooper, director of the bureau 
that conducted it, “is the wide variation in certain 
credit practices and methods existing within the same 
class of stores. For example, out of a total of 1675 
grocery stores reporting on the subject of credit loss, 
there were 315 with the very low loss of less than 
0.2 per cent, and at the other extreme were 168 stores 
with the very high loss of 5 per cent or more. Out 
of 68 electrical appliance stores reporting on the mat- 
ter of returned merchandise, 29 had returns and al- 
lowances less than 5 per cent of gross sales and some 
had as low as 1 per cent; on the other hand, five 
stores reported 25 per cent or more. In the matter of 
collections, some jewelry stores collected more than 
50 per cent of their regular charge accounts each 
month, while others collected as low as 20 per cent. 

“The high losses, high percentages of return and 
allowances and low monthly collection percentages of 
some stores are an indication of possibilities for the 
elimination of waste and an increase in the efficiency 
of distribution.” 

Generally speaking, fewer goods are returned to a 
store if bought for cash than if bought on credit. 

Although the proportion of credit to cash in the 
shoe industry is less than in any other and the per- 
centage of loss of credit extended is so low as not to 
be of enough significance for a compilation to be made 
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covering boots and shoes alone, thére is this to be 
said—that shoe payments are slow. The person may 
have the capacity to pay and will, in all probability 
pay eventually, but it almost takes dynamite to get the 
cash from shoe customers. 

For that reason, we submit a few special plans on 
how to get the money. 

Increase in collection skill comes as old methods are 
improved upon. John T. Bartlett of Boulder, Colo., 
has been in close touch with retail collection trends. 
As 1930 has brought a crisis in collections for many 
shoe retailers, so for others it has meant highly im- 
proved methods. Collections will be one of the major 
problems in store management during the months 
ahead—perhaps the most serious problem, Mr. Bart- 
lett maintains. The purpose of this article, based on 
his studies, is to give the latest “dynamite” in collec- 
tion procedure. 

It is a maxim of collections that the sooner a store 
starts to collect, the sooner it has its money. A good 
many shoe retailers have tried to conceive an early 
approach in deliquency which could not possibly of- 
fend. This writer offers in the dilemma a letter 
originated by one of the cleverest collection managers 
in the West. It has been phenomenally successful 
since the store began to use it. 

Here is the letter—multigraphed on the store letter- 
head, with a fill-in which is extremely good. 


There’s a belief in this store that everything we do 
should be prompted by the friendliest of feeiings. 

Whether we're selling riding boots to the Prince, or 
baby shoes to Mamie Dugan—or asking that we be 
paid for service. 

This letter happens to be in regard to your unpaid 
balance of $47.50. 


Is there anything we can do to help you? 
Sincerely, 


T he reaction to this letter has 


been amazing. To begin with, it has not produced a 


single complaint. It has had a marked effect on the 
collection percentage, as reaction of many is imme- 
diately to send a check. In other cases, customers 
needing time have written notation like this—‘‘As 
soon as I have received my pay check, will remit— 
Thanks,” “Short for cash this month, will pay next.” 

In a Southern city, a shoe retailer and half a dozen 
other local tradesmen got together and had special 
remittance envelopes printed. The lower section of 
the envelope, on reverse side, had, for No. 1 of a 
series, an advertising announcement of the individual 
concern. The upper section of reverse, the flap, had 
a little statement calling attention to the payment due, 
and indicating that an early remittance would be appre- 
ciated. Two lines urged use of the envelope, saying 
that it would assist in accurate crediting of remittance. 

Two following envelopes of the series used, on the 
lower half—which, as the flap was sealed, was con- 
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Here’s How at Retail Each Business Gets Its 


Part of the Dollar Spent 

Open 
Credit. 
Pct. 


Instal. 
Credit. 


Type of Business 
ai Pct. 


Department stores 

Furniture 

Women’s, children’s, infants’ wear 
Men’s and boys’ clothing 

General clothing 

Dry goods 
Fur goods 
BOOTS AND SHOES 

Automobiles 

Auto accessories 

Groceries 

Bakery products 

Radio sets and supplies 

Electrical appliances 

Jewelry 

Optical goods 

Hardware 

Coal and wood 

Lumber, building material 

Hay, grain and feed 

Paint, oil and varnish 

Plumbing and heating fixtures, supplies. . . 
Stoves and ranges 

Housefurnishings 

Coal, wood, lumber, building material... . 
Drug 

Musical instruments 

Miscellaneous 
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cealed—one of the educational messages of the Na- 
tional Retail Credit Association, on reputation and 
how prompt-pay habits contribute to it. The re- 
minder message on the flap above was somewhat more 
pressing. 

Some of the merchants use these envelopes with 
return postage upon them, while others do not. Both 
find that the envelopes have a noticeable influence on 
collections. It is a maxim of mail order advertising 
that the easier it is made for the prospects to reply 
the greater will be the returns. The same principle 
applies to collections. A variation of this plan which 
other merchants are sure to introduce is the C. O. D. 
postage arrangement on front. There will be no 
postage for the customer to pay, with 3c. paid by the 
store when the envelope is used. This has proved to 
be a very satisfactory plan in the case of many retail 
stores, including shoe stores. Now for the problem 
of the customer who pays “on account.” 

Have you solved the problem of the customer who, 
giving you considerable patronage, always owes a 
balance? He sends a check for $25.00—and immedi- 
ately charges $35.00. 

The longer the customer has been permitted to 
handle his account in this manner, the more difficult 
it is to change the conditions. One of our shoe re- 
tailer friends not long ago went over his books and 
compiled a list. of the “old offenders,” as he referred 
to them. A special form accompanied on which was 
made an analysis of each customer’s account, showing 

[TURN TO PAGE 66, PLEASE] 
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When Will Prices Lift? 


E are at that point of the year (in a most un- 

usual year) when prices of merchandise have 
but little relation to standard values as they will 
_eventually level out in 1931. Many a store is seeking 
volume for volume’s sake. Many a store is looking 
at the inventories of Dec. 31 and still many a store 
is endeavoring to clean up the accumulation of 
months, years and even ages of stock hang-overs. So 
the present is no real criterion of the levels of prices 


of 1931. 

Speaking specifically of shoes, we have received an 
encouraging number of letters from merchants on 
the situation as they see it. One, particularly clear 
and definite, is from R. W. Manning of the Home 
Shoe Store, Everett, Wash. It is a message from a 
straight-thinking merchant on a_ straight-forward 
subject of selling shoes in 1931: 


“My personal op‘nion is that many who are making a busi- 
ness of reducing pr.ces faster than necessary will find it hard 
to come back to their original price level. 

“The unfortunate part of it is that the reduced prices, sale 
prices and so called new lower prices do not stimulate busi- 
ness to any noticeable extent except perhaps in the low end. 

“For that reason it seems to me that the independent or 
exclusive shoe dealer should spend more time in closer buying 
and in styles that are outstanding and not go into competition 
with sales and bargain counters, for after all, the American 
public still buys exclusive stylings, and appreciates dependable 
quality, fitting and above all, usefulness of a store to its 
community. 

“Our stores are continuing to seek the newest styles and 
above all to have sizes, as the tendency amongst most dealers 
is to cut down to the point where they are crippled for sizes. 

“As to prices, when new merchandise arrives we are taking 
an average of the new and old with which it is sized, and 
upon the average cost we are maintaining a 42 per cent 
average markup which automatically takes care of the down- 
ward trend, without getting into a panic about it. 

“We cannot give better values as we have always bought 
none but the best, in the price ranges. 

“In our different stores, we specialize in certain price ranges, 
but all together cover the field from $1.98 to $15.00 and from 
careful study it looks as though our future business will be 
from $6.00 down and from $8.50 to $10.50 with a fair play on 
certain types to possibly $12.50. At any rate, we are trying 
to keep out of competition instead of into it—for no matter 
how low you make your prices, some one is still lower. 

“Let us hold the level of prices up, enough to be fair with 
the public and ourselves, unless there is a real break in the 
cost of materials and production that the manufacturers 


haven’t told us about.” 


There is also one other great truth that needs to be 
emphasized at this time—‘“Prices of all commodities 
in times of depression have a tendency to go below 
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the level of equilibrium but later come up to a floor 
of prices based on a profit to all factors engaged in 
the production of that commodity.” 

We are now at the point where prices are below 
the levels that can be sustained by our industry. 
We are now at the point in mid-December where 
there is no profit at present retail prices. There is 
no profit for the merchant, manufacturer, leather 
man or any of the service of supplies. To continue 
business on today’s basis would be impossible. 


This condition is true not only in shoes but in 
practically every commodity. Anyone in the farm 
region knows the picture of wheat below the cost of 
reproduction and the same price pressure is on auto- 
mobiles, steel rails, furs, fish and furnishings. 

But there is nothing in the situation to get hysteri- 
cal over. We all know that a sane view on commodi- 
ties and merchandise will develop after the surplusage 
is disposed of in all lines. 

On this subject, as on most phases of business, the 
long range view is the only true picture on which to 
base plans and action. 


Ask Me Another 


—Have the American people been spending 
too much money on luxuries? 

—Not to any serious extent. The luxury of 
yesterday is the necessity of today. Auto- 
mobiles, radios, electrical appliances, etc. 
give employment to millions of people 
and are an important and necessary part 
of our complicated economic structure. 


—When does a luxury become a necessity? 


—When the one who enjoys that “luxury” 
resists every effort to take it away from 


him. 
5 AR Se 


President. 
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Rubber Life-Savers 


RE-SEASON rubber sales continue to spoil regu- 

lar business at regular profits for hundreds of other 
merchants. The big city habit of dumping thousands 
of pairs of shoe coverings in the weeks previous to the 
natural snow and storm demand, is one of the most 
amazing practices in all merchandising. Perhaps 
there is no more unique article of merchandise than 
rubber protection footwear. 

Last year some of the big department stores pur- 
chased thousands of pairs of serviceable rubber over- 
shoes, most of them out of style, but still of great 
utility. The advertised price in town made the stand- 
ard stock of the little merchant in the suburbs look 
like high profiteering. Department store buyers who 
“checked in” with huge sales totals last year are un- 
doubtedly looking for the same thrill this year. Per- 
haps there are no more old reserve stocks available for 
these sales. We hope so. 

We would like to see a more intelligent method qf 
merchandising rubber protection footwear. We have 
noted many merchants who have urged their public 
to be prepared in advance of the storm. But, by and 
large, the rubber overshoe business depends upon the 
first great storm. If it comes before Christmas, it is 
worth seven storms after Jan. 1. 

Snows will come, rains and sleet—and the first 
great rubber day will see a movement of overshoes 
like everybody’s business and when we say “every- 
body’s business” we mean the nearest store no matter 
what the price—for foot covering when needed is the 
cheapest insurance against sickness and pneumonia. 

This year every store needs the profit that it can 
get in rubber footwear. It needs the profit to com- 
pensate for the losses taken on pre-Christmas clear- 
ance sales of footwear. What folly to throw new 
rubber shoes into the fire of clearance which con- 
sumes all profit. 

The thing for everyone to do is to look at over- 
shoes as life-savers—to the public in stormy weather 
and to the business in the storm of clearance—where 
a rubber profit might be all the difference between 
red and black figures for the year’s closing. 

Why throw away the profit opportunity that exists 
in rubber footwear? 
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Give a Job 


E had hoped that most of the process of re- 

organization of stores and workers was about 
over. But we get a very good indication of displace- 
ment of man power by the great number of inquiries 
that come to us from traveling salesmen and from 
retail stores salesmen, buyers and managers, all in 
search of jobs. We do our level best to bring these 
displaced men and women in contact with new op- 
portunities. ; 

Placing men always was a problem, even during 
the World War period when so many men were 
taken out of industry and put into uniform. Jobs, 
as such, were not so plentiful that any man would 
do. It takes a certain amount of experience and 
competence to do a job in a store as clerk, buyer or 
manager. Some very competent men are to be had. 
If you have an opening—let us know and we will tell 
you of worthy men and women to fill it. 


vvVv 


Why Free Dye? 


HEN a customer buys a pair of satin or fabric 

shoes, gets properly fitted and good value has 
been given both ways—should that customer be given 
the extra service of free dyeing in tints and colors 
that carry with them the hazard of possible failure? 
That is indeed a question. 

When a customer brings in a strange orchid color 
and wants the shoes dyed to that shade, the first 
thing to do is to impress upon that customer that any 
true match is somewhat problematic and that the 
blend, after all, is the thing in the spirit of ensemble. 
The second thing to do is to charge that customer 
one or two dollars for the service rendered. 

We note with some alarm the tendency on the part 
of even $4.00 stores toward extending free service 
of dyeing. There is comparatively little profit when 
you run the risks of fabric shoes that must be tinted. 
Why throw away the possibility of a proper service 
charge? It is little enough as it is. 

Most customers are reasonable beings and few ex- 
pect free service unless they are taught to expect it 
by short-sighted merchants. 
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lt was the day after Christmas. 
The boys at Bowman and Son’s shoe store were hav- 
ing their usual morning powwow before settling down 
to business. 

Lester Gorman was whimpering. “I’m due to take 
poison this morning. Got to exchange a Merry 
Christmas shirt at Steele’s. I s’pose I’ll have to take 
a lot of sassy talk from a smart clerk to get what I 
want.” 

“I’ve a notion to lay off this week,” moaned Jack 
Haley. “I despise these exchanges.” 

Old Jim Bowman stepped from behind the shelv- 
ing. “Good morning, boys. I’m glad you're all to- 
gether. I want to say something about the Christ- 
mas exchanges that will be starting in a few minutes.” 
His kindly face gave no hint that he had overheard 
their conversation. 

“Terrible, aren’t they?” Jack wailed. 

“Well now, let’s see.” Jim Bowman’s. eyes 
twinkled. “The week before Christmas is smooth 
sailing. We jolly the customers along telling them 
to take just any size and we'll be glad to exchange 
it after Christmas. 

“But the next week we forget all about those 
promises. Beats all how much work we find to do 
behind the shelving whenever a woman with a pack- 
age comes in the door. In fact all year round it’s 
hard for a salesman to get out of his system the 
feeling that making exchanges is a boresome, fruit- 
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less, dirty job, to be washed up as quickly as possible.” 

The boys glanced apprehensively at one another. 

“Customers realize it too,” the boss went on. “Be- 
fore coming in a woman with an exchange worries 
about the treatment she will get. Her nerves are 
sort of keyed up on edge because she knows she is 
asking for service without paying for it. That is, if 
she’s exchanging a gift. 

“Right then is when a little extra pleasantness 
builds up much extra good will. I can’t tell you just 
what to say to each one. But treat her so at dinner 
table that evening she'll say, ‘Bowman’s seems to be 
a pretty fine place to trade. You'd hardly believe it 
but they were as nice to me as though I were buying 
something. 


” 

"The salesman gave. me 
his card. Said he’d like to wait on me right along. 
Talked as if he meant it too, Guess I'll give him a 
try next time.’ 

“On account of gifts we see more strange faces in 
the store the week after Christmas than at any other 
time of year. What an opportunity! Every one of 
these strangers may or may not become a perma- 
nent customer—all depending on your attitude in 
making an exchange for her. 

“Various surveys prove that 50 per cent of cus- 
tomers who quit a store do so because of one thing, 
indifference on the part of the salespeople. Very 
few leave on account of prices or store policies. 
Conversely, the great majority of casual customers. 
who become regular customers do so because of the 
earnestness of some salesman. 
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HAPPY RETURNS << 





Jim Bowman Builds a Convincing Argument to Show 
That the Annual Post-Holiday Nuisance ls, in Reality, 


“Our competitors can buy the same grade of goods 
at the same prices. They can build the same kind of 
fixtures and use the same type of advertising and 
displays. The only feature they cannot copy is our 
man power, if you boys will make it so. 

“Each of you is our contact man, charged with a 
sort of electrical energy that either attracts or repels. 
’Tis you who build this institution, for a business con- 
sists, not of goods, buildings or equipment, but of 
customers. 

“There’s no better way to make new customers 
than to treat them better than they expect when 
making exchanges.” 

“I—I wish you'd tell us more about how to go at 
it,” suggested Lester. 

“I might sum it all up by saying, ‘Be willing!’ On 
top of that get every customer’s name and record 
her size. They are always pleased to have that done. 
If she mentions a charge account elsewhere suggest 
one here. 

“And another point. People always like to know 
the owner or manager of the store where they trade. 
All year round I want you to look for 
every opportunity to call me over and in- 
troduce me to a customer. Or call Charley 
if he’s handy.” 

“T’ll confess I don’t know just what to 
say when making an introduction,” Jack 
remarked. 

“That depends. In the case of a woman 
always present me to her, naming her 
first. If she is a woman of considerable 
dignity I would make it rather formal. 
Thus: ‘Mrs. Foster, allow me to present 
Mr. Bowman, our president.’ 

“More often it is sufficient to say, ‘Miss 
Blake, I would like to introduce Mr. Bow- 
man, of whom I was speaking.’ 

“Introducing a man can be very infor- 
mal, as, ‘Mr. Bowman, do you know Fred 
Miller, of the Miller Printing Company ?’ 
It is always well to drop some little hint 
along with an introduction so I may have 
an opening conversational wedge. 
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an Opportunity in Disguise 









“As a builder of good will, making exchanges prop- 
erly is more important than making sales properly, 
because an exchange customer, being sensitive, mag- 
nifies your pleasant, willing service or takes offense at 
any seeming inattention. 

“Notwithstanding all the talk on the subject, there 
is no such thing as mass selling. It’s one customer 
at a time, one sale at a time. 


4d 
The customer does no 


mass buying either. It’s one thing at a time, and 


each item is of considerable concern to her. 

“The store where she will continue to trade year 
after year is the one where each salesman places the 
same degree of importance on each transaction of hers 
as she herself does—be it a sale or an exchange.” 
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Fire Your Stock! 


L. T. Sloane, of Davenport, lowa, Answers the Challenge in the 
Recorder's Leading Editorial of Last Week and Tells 
How to Get a Four-Time Stock Turn 


An Interview by HARRY R. TERHUNE, Field Editor 


A few years ago, 
a shoe store doing an annual busi- 
ness of $100,000 at retail had its 
stock assessed by the city for $70,- 
000. This was supposed to repre- 
sent a fair cost price. The proprie- 
tor of this particular store didn’t 
say a word in protest. He figured 
the 100,000 pairs of shoes on. his 


L. T. Sloane was elected to be the 
first one to reply, for he, in his 
position as buyer for the shoe de- 
partments of Petersen-Harned-Von 
Maur, Davenport, Iowa, has dem- 
onstrated that it is practical to 
operate consistently on the basis of 
a four-time stock turn. A reading 
of the Recorper’s editorial of last 
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shelves to be worth more than the 
amount set by the assessors. That 
may seem funny, but it’s true. 
Considering the 80 per cent of 
merchants referred to in the ReE- 
CORDER’S leading editorial of Dec. 


“Open to buy” is figured by adding 
the total estimated sales (1500 pairs) 
for the next buying period, March 
and April, 1931, in this imaginary 
case, to the amount of shoes that 
should be on hand at the end of this 
period, or May 1 (1200). This 
makes 2700 pairs. Subtracting the 
number on hand and on order (1250 
pairs), gives the number open to buy. 


week stirred him to make the fol- 
lowing observations. 

“You are wrong in thinking any 
of those 80 per cent of shoe men 
will have the courage to fire them- 
selves. Rather say, ‘Fire your 
stock.” You know darned well that 


6, entitled “You are Fired!’ what 
must be done to ‘earn a reasonable 
profit under the conditions existing today? Inven- 
tories in these stores are still far too high in propor- 
tion to sales. On top of this is the fact that people 
are experimenting with shoes below their accustomed 
standards. Scare heads and sensational sales have 
largely lost their pulling power. Shrewd merchants 
realize the foolhardiness of chasing the will-o’-the- 
wisp, “volume.” 

Just what is the answer, the 80 per cent may well ask. 
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they will not fire themselves, put 
anyone else in charge or profit a great deal by the 
experience of others. 

Those percentages of the standings of inventories 
do not mean much, for in most cases there is from 
25 per cent to 50 per cent too much stock on the 
shelves. Possibly that is not true in the stores re- 
ferred to, as you do not indicate who they are, but 
it is true in the big majority of shoe stocks. This 
overload is not stock that is salable but just merchan- 
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dise that should have been kicked out years ago. Do 
you know that on Jan. 1, 1931, there will be thou- 
sands of pairs of women’s high top boots taken in 
inventory at full purchase price? 

“Too many shoemen do not even know what kind 
of a store they are operating or the class of trade that 
responds best to their appeals. When I came here 
from the Walk-Over store, three years ago, there 
were 5000 pairs of shoes in the women’s department, 
and nothing to sell. These represented 43 different 
lines, priced in 50 cents jumps, from $4.50 to $16.50. 
There were not over two styles at any one price. Now 
there are 1617 pairs of women’s shoes on the shelves, 
grouped in three priced lines, with a selection aver- 
aging 500 pairs at each 














AA 37 4 
A 2 48 4 
B I. 5\19 40 3 
Cc 4 1 
Total | 1 | 5 | 8 |24 155 12|4 


CHART B—Sales for period ending Oct. 31, 1930. $7.50 department. 






























































figures, if the balance is on the right side. 

“The mass of people in this trade territory that 
trade in our store, have 
indicated that they will 





price. Only 149 pairs RE OD EG 
in the lot date back to < 3 S g 
Sept. 1, 1930, or three 


& 319 pay $6.00, $7.50 or 
a $10.00 for their wo- 





months ago. 
“The boss’s wife is 


$600 


men’s shoes. They are 
the ones the stock is 





not catered to, neither 


$7.50 
is Mrs. Pippendickle, 


merchandised to serve. 
“Throwing out 40 





who lives up on the hill. 
If those most estimable 


$10. 


lines of shoes made 
plenty of hard feeling 





ladies wish to trade 
with us, well and good. 


$10°° 


on the part of the road 
salesmen, but it made 





If they must go to Chi- 
cago or New York, 


$119 


plenty of satisfied cus- 
tomers and profits for 





that is also well and 


$122° 


the store. 
“Tell these 80 per 





good. This trade 
thinks up the most un- 
godly things to ask for, 


$13.°° 


cent of shoe men there 
‘ is just one thing to do, 





which, is taken seri- 
ously, would just 


























settle on a PLAN: A 
price plan, a merchan- 





























wreck any well- 
balanced stock. A buyer 
will soon get over feel- 
ing bad if he cannot 
satisfy the boss’s wife. And the boss will soon for- 
give him, after a study of the net profit and turnover 





S26 |6%| 7 |722! 8 [84 9 
2| 3 |20|20\18|14|10| 1 


22/48|21|18| 6 
40|50|24|22| 4 
3 
2 


Total 


89 
157 
204 

















29 45|59| 20/14 
1) |2/)2)35)2/2/2)2 





£8 
702 








157 81|66)16|L0 





CHART D—How retail prices vary month by month. Numbers indi- 
cate relative importance of sales in each price. One division of stock 
above the heavy line; second division of stock below. 
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CHART C—Composite of sizes of regular shoe stock, November 1, 
1930—$7.50 department. 
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dising plan, stock con- 
trol plan and stock to 
that plan in spite of 
‘hell and high water.’ 
“A firm determination to adhere to certain price 
lines, and the will to get at least a four-time stock 
turn, will pull inventories down to the right figure. 
“Find out the one retail price that interests the 
greatest number of people in one certain store and 
develop that field. This may be a $4.000 price or it 
may fall at $40.00. It is a dead certainty that it can- 
not be both. This is not an argument for a one-price 
store or department, as several prices reasonably near 
together, can often be successfully sold in the same 
store. It may be $3.00, $5.00 and $7.50, or a $5.00, 
$7.50 and $10.00, or a $6.00, $10.50 and $12.50 prop- 
osition, but it is a series of definitely related prices. 
“Turnover is simply figured by knowing the num- 
ber of pairs of shoes sold in each department during 
the course of a year, dividing this amount by 4 and 
never allowing the total number of pairs to exceed 
[TURN TO PAGE 7Z, PLEASE] 
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Convention 
and 
Style 
Pageant 
January 
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Detroit’s $7,000,000 Auditorium, Seating Over 5,000 People 


Brilliant Shoe Show 


Not until thousands of merchants 
witness the 1931 Pageant of Footwear Styles to be 
held during the N. S. R. A. convention in Detroit, 
Jan.5,6,7 and 8 will they understand why this footwear 
revue has been termed the shoe show of the century. 

Staged in Detroit’s colossal $7,000,000 Auditorium, 
seating over 5000, the performance will exceed in 
beauty and grandeur any previous attempt made in 
former N. S. R. A. style revues. Director Ed Beck, 
style show genius and preceptor of models has de- 
signed a setting that will melt into the harmony and 
color of the elaborate style presentation. 

A runway jutting out from the stage through the 
center of the Auditorium, with a supplementary run- 
way circling the entire reserved seat section has been 
set up. Thus, with complete visibility of each shoe 


and its fitting qualities, merchants will have a close- 
up eye-view of the latest spring styles that will be 
displayed on the runway. 

Each merchant registering (no charge for registra- 
tion) will receive a ticket for each of the three 
style revues. The committee in charge of the style 
revue headed by V. V. McBryde and General Con- 
vention Chairman M. S. Mittelman are enthusiastic 
in that manufacturers of higher grade footwear are 
well represented. This assures an exhibition of the 
leading styles from the finest markets. Markets in 
the popular priced field are also prepared to display 
from the runway the spring patterns that will have 
consumer acceptance and a profit appeal. 

All shoes and no show may be good for the “sole,” 
but brilliant bits of entertainment to intersperse the 
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Where Mammoth Style Revue Will Be Staged Under Ed Beck’s Direction 


Vv 


The 
NEW 
Shoe Year 
Starts at 
DETROIT 

January 
5 


6 
7 
8 


in Colossal Setting 


style promenades will please merchants seeking diver- 
sion, mirth and merriment. The program of enter- 
tainment will be wholesome and amusing, with a 
group of dancers tapping toes, to the tune of rapid 
rhythm and syncopation. Stage stars featured in the 
theatrical world will help to entertain the merchant 
audience. 

Seymour Simons, orchestra, heard by thousands 
over radio stations WLW, KDKA and WXYZ will 
produce the melody that will set the cadence for beau- 
tiful manikins gowned in the dictates of spring’s latest 
edict. , 

The Auditorium is. a complete theater with every 
stage essential required in producing a really superb 
production. The loveliest of Detroit’s girls, glorified 
beyond Ziegfeld’s fondest ambitions, will adorn the 
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runway and under the direction of Ed Beck, who has 
been rehearsing the models intensely, during the past 
few weeks, each girl will possess poise and grace in 
putting her daintiest foot forward. A hundred girls 
will display footwear in styles and materials that wil! 
be outstanding fashion forecasts in shoedom during 
the coming year. 

Children, always captivating in their cunning ges- 
tures, will display the spring mode for tiny tots. 
The juveniles usually excite the greatest admiration 
and loudest applause. So large is the Auditorium 
that for the first time the public will be admitted to 
witness the premiere showing of the 1931 spring 
styles. 

It is anticipated that this event will arouse a keen 
appreciation among merchants who attend. 






























[, my article of November 29th 
| presented the claims of the two foremost types of 
health or corrective footwear as set forth in the ad- 
vertising of these shoes. I might have used much 
more material of the same kind but the quotations 
given were sufficient to demonstrate that there are two 
distinct theories, directly opposed to each other. Each 
of these contradictory theories has its partisans, not 
only among shoe people, but 
among doctors as well, and each 
of them is prepared to prove 
the correctness of the theory by 
pointing out that there are thou- 
sands of people who have found 
foot comfort by wearing their 
particular type of shoe. 

As feet are all fundamentally 
the same it follows that these 
opposite types of shoes must 
have something in common, ir- 
respective of the method of 
construction, and we find that 
common ground in the fact that 
they all emphasize the idea of 
comfort. The fact of their 
having some special features 
requires that they be more care- 
fully fitted. 


© Why Correct Fitting 
Ils Paramount 


And How Shoe Merchants Can Profit by Building 


Their Business on the Foundation of Knowing How 


By HUGH THOMPSON 


Eleventh of a series of articles about feet and footwear from the standpoint of foot health 


The lasts or forms on which shoes are made are 
broadest at the ball and the other proportions are 
worked out on a constant scale from that point. If 
the shoes made on those forms are to fit correctly 
the ball of the foot should be seated exactly at the 
ball of the shoe, or its widest point. If the shoe is 
fitted too short the wide part of the foot, that is, the 

[TURN TO PAGE 68, PLEASE] 


WHAT HAS 
GONE BEFORE 
Sept. 13th, page 44— 
$10,000 for a Pair of Shoes. 
Sept. 20th, page 26— 
A Marvelous Mechanism. 
Sept. 27th, page 48— 


How Feet and Legs Function. 
Oct. 4th, page 32— 
Functions of the Joints. 


Oct. 18th, page 28— 
How Foot Troubles Start. 


Nov. Ist, page 47— 
How Flat Foot Happens. 


Nov. 8th, page 32— 
What Follows Flat Foot. 


Nov. 15th, page 32— 
Modern Life and Flat Foot. 








A poorly made shoe, properly 
fitted, is better for the foot and 
will give more comfort than the 
best of shoes misfitted. 





Nov. 22nd, page 27— 
Flat Foot and Shoes. 


Nov. 29th, page 29— 
Foot Health and Style. 
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Quality 
Feature 
Shoes 


Mr. Mayer: You asked me my opinion 
of patent leather for the coming season. 
I can best answer that question by put- 
ting on the table before you some of our 
best shoes in all-over patent. 

Adv. Man.: But what about the shoe 
you have just given Mr. Kaltenbacher ? 
And the one you have in your hand? 

Mr. Mayer: Both of these shoes are 
white buck with black patent trim. They 
are in our Palm Beach line. Fashion 
news from Paris says that a touch of 
patent here and there on frocks and hats 
call for patent leather shoes or shoes 
trimmed with patent leather. We are 
prepared to meet Fashion’s demands with 
the smartest models. 

Mr. K.: We have noticed in this coun- 
try, too, the definite signs of a demand 
for patent. I suppose it all comes from 
Paris. But dress manufacturers, mil- 
linery designers, and purse makers are 
using patent leather in their new lines. 
We are extremely happy to see this trend 
because it means the Mode is getting 
brighter. 

Mr. Mayer: To brighten up the Mode 
means using a lustrous material like pat- 
ent leather. And it may mean also that 
business will look up and be brighter if 
we do it. 

Mr. K.: By golly, that’s a fine idea; 
I’m going to’ get the patent leather men 

to use that as much as possible: “Let’s 
Brighten Up.” By George I guess every- 


body and everything needs a little bright- 
ening up. 





No. 386—Patent Leather ............ $7.35 
No. 385—Black Kid ................ 7.50 
No. 387—Brown Kid ........... 8.25 


WIDTHS: AAAA to E. 
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The above picture was taken in the Julius Grosaman 

salesrooms at 537 Fifth Ave., New York. Reading from 

left to right are: Mr. Sot Mayer, of Julius Grossman, 

Me.; Mr. Kultenbacher, of the Seton Leather Com- 
panuv, and the advertising counselor, 


Mr. Mayer: Advertising men for in- 
stance ? ; 
Adv. Man.: Advertising men in par- 


ticular. * Can I dispute with you? By the 
way, we started this series to talk about 
the quality of the various materials that 
go into the making of Julius Grossman 
shoes. Let’s get back to the subject. 

Mr. K.: Well, as far as patent leathe~ 
goes, Julius Grossman has always bought 
the finest that money can buy. Our 
method of scientifically controlling the 
various phases of manufacturing makes 
for the best results. 

Adv. Man.: Tell us more about your 
patent leather Mr. Kaltenbacher. 

Mr. K.: Julius Grossman gets patent 
that comes originally from one year old 
yearlings—selected packer kips, we call 
them. In the process of making the 
patent we maintain perfect chemical con- 
trol step by step. The dangers of crack- 
ing are minimized in our patent leather. 
The grain is finer. In fact the patent is 
outstanding in quality. And Julius 
Grossman gets the selected, cream of the 
cream, of our output. 

Mr. Mayer: I understand that Julius 
Grossman has been buying your patent 
leather for many years. 

Mr. K.: That’s right. 

Adv. Man.: Getting back to the desira- 
hility of patent leather for shoes, what 
else is there to say? 


The Finest Patent Leather in 





A SMART 
ONE-STRAP IN-STOCK 


The shoe pictured on this page is car- 
ried in-stock in patent leather, brown 
kid and black kid. It is a one-strap 
trimmed with lizard calf. A tailored 
comfort shoe that provides fine sup- 
port. There is a 14/8 covered heel. 
In the photograph Mr. Mayer and Mr. 
Kaltenbacher are holding several of the 
style models being shown for Palm 
Beach wear. 











Mr. K.: You can say that patent leather 
always looks neat and dressy. It is 
always stylish. It is light in weight and 
makes the daintiest shoes. And don’t 
forget too, that it looks well with any 
costume. And it is economical. That is 
a very important consideration. And it 
is easily cleaned. 


Adv. Man.: What was that last re- 
mark ? 

Mr. Mayer.: He said patent leather is 
easily cleaned. 

Adv. Man.: Well, Mr. Kaltenbacher, 


your patent leather and T have something 
in common. 
Mr. K.: 
mon” ? 
Adv. Man.: Well, I played the market 
and I guess I, too, know what it means 
to be easily cleaned. 


What do you mean “in com- 


STOCK CATALOG ON REQUEST 


WLAW 
SSMAN 


Ss Shoes US? 


WHOLESALE SAMPLE ROOMS—537 FIFTH AVE., NEW YORK 
FACTORY—372 DE KALB AVE., BROOKLYN 
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MEN WHO TRAVEL 
KNOW THE BEST 


‘8 


United Shoe Machinery Corporation Hi F F L 
BOSTON, MASSACHUSETTS 


Boor AND SHOE RECORDER 
combining THs SHos Reraiver, Dec. 13, 1930 





$ DVERTISING PAQBS MBMOVED 


New Life i in 


Shoe Selling 


Middle Atlantic Merchants to Have Men of National 
Prominence on Atlantic City Program 


“(How to Put New Life 
in Your Shoe Business”: is the ° 
keynote for the Middle Atlantic 
Shoe Retailers Association 17th 
annual business conference, Janu- 
ary 19, 20 and 21 at Atlantic City. 
Nothing has been left undone in 
the plans to make it a strictly bus- 
iness conference. 

The officers and directors be- 
lieve they have selected wisely At- 
lantic City, the World’s Play- 
ground, for the convention city 
and the Fetter and Hollinger 
hotels to provide accommodations 
for all conventionaires. The 
Madison, their newest, which op- 
ened in January, 1930, will be the 
headquarters. This hotel is very 
conveniently located on Illinois 
Avenue, just a few feet from the 
beach. The rooms are particularly well suited for 
exhibition purposes. The beautiful furnishings of 
the hotel offer a setting which is in keeping with the 
high-class merchandise exhibited by the various man- 
ufacturers. 

Near the Madison is the attractive Jefferson Hotel. 
This is also a new building, having been open for 
only two years. The Jefferson is located at the ocean 
end of Kentucky Avenue. Both of these hotels have 
baths throughout and most of the rooms present an 
ocean view. The various public rooms, such as the 
roof solariums, open sun decks, Dutch room, James 
Madison room, Dolly Madison room, etc., provide 
ample facilities for business meetings, conferences, 
committee work and social functions. 

The committee, not being unmindful of the wishes 
of those who will be in attendance, have also ar- 
ranged for moderate priced accommodations at the 
Monticello Hotel, which is directly across the street 
from The Jefferson. These buildings are all in close 
Proximity to each other. Many hotels having a simi- 
lar layout would call the different buildings annexes. 
With the low rates which have been guaranteed and 
the high-class accommodations which will be avail- 
able, our membership is assured very satisfactory 
hotel accommodations when attending the show in 


January. 
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CAL J. MENSCH 
Managing Director M.A.S.R.A. 


B. W. Shaub, chairman of the 
Display Committee, says the Ex- 
hibitors’ roll call includes the lead- 
ing and most progressive shoe 
manufacturers of the country, rec- 
ognized as creators of style foot- 
wear. This affords a wonderful 
opportunity for retailers to in- 
spect, study and analyze the lines 
of more than one hundred manu- 
facturers under one roof. 

Dan Megonigle, chairman of 
the Entertainment Committee, re- 
ports plans about completed for 
the greatest of all stag nights, 
with the kind of program that no 
man will ever forget. Fun, good 
fellowship, fun, more fun. 

David Josephson, chairman of 
the General Convention Commit- 
tee, declares the 1931 conference 
will be the greatest in the association’s history, in 
point of interest, education, attendance, exhibitors 
and business. Registration will be free. Upon ar- 
rival, retailers are asked to register. Registration 
badge will admit free to stag night and exhibition 
floors. Reduced railroad fares have been granted in 
every State east of the Ohio River. When buying 
tickets, it is necessary to get a convention certificate 
or receipt. This will entitle those who attend to re- 
turn for half fare. 

John B. Irvin, Jr., chairman of the Speakers and 
Program Committee, reports a tentative acceptance 
from the United States Senator, an official of the De- 
partment of Commerce of the United States, seven 
prominent men identified with the industry and two 
leading stylists. Leading subjects will include “Busi- 
ness Trend for 1931,” “How to Meet Local Compe- 
tition,’ “Scientific Management,” “Spring Styles,” 
and a live Open Forum on retail problems. 

The Middle Atlantic convention has taken its place 
as one of the conventions of outstanding importance in 
the industry and attracts each year the influential mer- 
chants of the important states included in this re- 
gional group. This year, it is believed, the retailers 
will be more eager than ever before to take advantage 
of the opportunity to hear men of national promi- 
nence expound their views as to the business future. 
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Independent Retailer: AVOID 





_ 
oe 


ROTECTIVE Distribution, we call it. It’s a plan 
for the retailer who’s not satisfied with his profit 





on his rubber footwear department. — 


co ‘iz 


This plan safeguards you against unfair competition. 
It assures you a smaller end-of-season inventory. It 


includes the liberal cooperation of a conscientious man- 


ufacturer, geared to serve the independent dealer better. * ii 
to 
eS me 
It gives you a well-rounded line of waterproof foot- ~ pes 
‘ dr 
wear. Up to date in every detail. Big value merchan- ~ fa 
int 
dise that speaks out its value. Nationally advertised. ; bu 
tic 
all 
It’s the Top Notch Line. There is style in this line. y 
All the smartness that ever went into a line of rubber bee 
footwear. Light in weight. Slender in line. Colors th 
ac 
and shades that this Winter’s fashions demand. Look - 
es’ 
over these five numbers. They are representative of Pe 
the Top Notch line. a 
ca 
vis 
If you are not fully satisfied with your rubber foot- b 
wear profits so far this season, just write us a post- | | th 
Wwe 
card. Get the facts about the Top Notch Protective ja 
Distribution Plan. t9 
pa 
Si 
BEACON FALLS RUBBER SHOE COMPANY Sp 
Beacon Falls, Connecticut 
241 Congress St. 208 So. Jefferson St. 106 Duane 8t. 
Boston, Mass. Chicago, Ill. New York, N. Y. 
1714 Washington Ave. 426 Second Ave., No. 530 Howard St. . 
St. Louis, Mo. Minneapolis, Minn. San Francisco, Calif. for 
_ 214 EB. 8th 8t. th 
Los Angeles, Cal. in 
Stewart-Dawes Shoe Co., Distributors an 
ot] 
me 
Ch 
fo1 
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Campaign to 
Increase Shoe 
Buying Scores 


York, Pa.—The “shoes for charity” 
campaign conducted from Nov. 24 
to Nov. 28, inclusive, by the shoe 
merchants in York, Pa., who are mem- 
bers of the York Shoe Retailers Asso- 
ciation, in addition to providing hun- 
dreds of pairs of shoes for needy 
families in the community, also brought 
into the stores an increased volume of 
business. 

Twelve stores of the association par- 
ticipated in the campaign, in which they 
allowed a 10 per cent discount on any 
pair of shoes, if the customer traded 
in an old pair of shoes when making 
the purchase. 

The shoe retailers association, in ar- 
ranging for the campaign, felt that 
the buying public would be quick to re- 
act to the scheme and that it would 
stimulate business. Even their high- 
est expectations were surpassed. The 
participating stores, pooling their ad- 
vertising facilities, inserted quarter 
page advertisements in the daily pa- 
pers, calling attention to the special 
campaign, and setting forth the pro- 
visions with the names of the stores 
where the discount was being offered. 
The stores were also equipped with 
window cards which set forth that 
the store in which the card appeared 
was one of the participating stores. 

The following storés entered the 
campaign: Shoe department of the Bon- 
Ton Department store; shoe department 
of P. Wiest’s Sons, G R Kinney Com- 
pany, B. A. Shorb Shoe Company, W. 
H. Miller & Sons, Newswanger Shoe 
Shop, Edward Reineberg, M. and L. 
Shoe Store, Betty Jane Shoes, George 
E. Smith, Lehmayer and Brothers, and 
Arnold’s Shoe Shop, with Flinchbaugh 
Brothers. 


Harry Wright Resigns 


BrockTon, Mass.—Harry T. Wright, 
for the past year superintendent of 
the Brockton Shoe Manufacturing Co. 
in Holbrook, has resigned his position, 
and after a needed rest will take up an- 
other line of work. Mr. Wright for- 
merly was manager of the London 
Character Shoe Co. and superintendent 





for the E. T. Wright Co. 
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New Yorkers to Have Special Train 


Non-Stop Convention Flier to Leave Grand Central for Detroit 
January 3 at 5.55 P. M. 


New YorK—As in former years, 
members of the shoe and leather in- 
dustry of the metropolitan area may 
enjoy the luxury of a special train en 
route to the annual convention of the 
National Shoe Retailers Association at 
Detroit. Several years ago, the idea of 
promoting a special train to the N. S. 
R. A. convention was fostered by a 
small group for which Harry B. Tove, 
formerly of The Shoe Retailer, acted 
as organizer. These special trains were 
always a success from the standpoint 
of allied trade interest and as a social 
gathering. This year many in the 
allied trade desired to continue the cus- 
tom and Mr. Tove has consented to give 
the support of his experience for the 
successful promotion of a special train 
over the New York Central Lines to 
Detroit. 

Arrangements have been concluded 
with the New York Central Railroad 
Company whereby an extra train equal 
in running time to the crack flier of 
the route will leave the Grand Central 
Station, New York, on Saturday, Jan. 
8, at 5:55 p. m. This train will make 
no stops and will arrive in Detroit on 
Sunday morning, Jan. 4, at 8:40 a. m., 





Shoe Manufacturers to 
Convene January 27th 


New York—The annual convention of 
the National Boot and Shoe Manufac- 
turers Association is to be held Tuesday, 
Jan. 27, at the Hotel Commodore, in 
New York. Following the precedent of 
last year, it will be a one-day meeting, 
with the annual banquet in the evening. 

Last year’s plan will also be followed 
in that the convention hotel will be the 
Commodore instead of the Astor, where 
the annual meetings of the association 
were “held for years. The program is 
nearing completion and will be an- 
nounced very shortly. It will include 
notable speakers who will discuss sub- 
jects of timely interest to the shoe in- 
dustry. 














thus allowing exhibitors and salesmen 
of manufacturers’ lines practically the 
whole day to prepare exhibits. 

The most up-to-date equipment, con- 
sisting of club car, compartment and 
drawing room cars, observation car, as 
well as standard berth section cars, 
such as have always been provided for 
the special trains to B. S. R. A. con- 
ventions, will be furnished by the Pull- 
man Company. 

The one-way railroad fare, New York 
to Detroit, Mich., is $24.82. The lower 
berth charge is $6.38. A compartment 
costs $18.00; and a drawing room, 
$22.50. Two tickets are required for 
the exclusive use of either a compart- 
ment or drawing room. 

Reduced fare on the certificate plan 
has been granted and when those who 
travel to Detroit secure their tickets 
they should also obtain convention cer- 
tificates from the ticket agent, which 
after being validated at Detroit will 
entitle them to secure half-rate on their 
railroad fare back to New York. 

Reservations for this special train 
should be mailed to Mr. Tove, at his 
office, 100 Gold Street, New York City, 
or made directly to the New York Cen- 
tral Railroad Company through any of 
the consolidated ticket offices. 


October Shoe Production 
Declines 


WASHINGTON, D. C.—A decrease of 
6.8 per cent from September shoe pro- 
duction is indicated in the figures for 
October, which have been announced by 
the Bureau of the Census. The October 
total, amounting to 27,353,255 pairs, 
represents a decrease of 26.5 per cent 
from the production in October, 1929. 

All of the principal classes of leather 
footwear except infants’ shoes contrib- 
uted to the lower production figure for 
October as compared with September. 
Athletic and sporting shoes, slippers 
and moccasins for house wear showed 
slight increases. 

Shoe production during the period 
from January to October inclusive, 
1930, shows a decrease of 14 per cent 
as compared with the corresponding 
period last year. 








EUW IN Tine: INE WN 


necks th 100% Compe MORSE & ROGERS 


Replenish your stocks with 100% Compo Operas at our 
“The Center of 


reduced prices. 
the Shoe Center” 


4406—Patent, 21/8 Spike....... $3.25 
4497 

S.W. COR. DUANE & HUDSON STREETS 
NEW YORK CITY 








































4414—Black Satin, 2 para aien 3.25 
4416—Same in 15/8 Spike...... 3.25 
Built on Our New Exclusive ‘eR 
Toe Last. Heels, AA Cc. 


Baby Heels, A to C. 


CRESCENT SHOE CO. 
131-133-135 Duane St. New York City 

















BONNIE LADDIE SHOES 
FOR BOYS AND GIRLS 





Greenwald Shoes, Inc., present Black and 
White Moire Straps and Operas, 

all turns, for evening wear pq _ 
All modified toe last, AA-C 
1051—Black moire satin, under 


lay and loop strap of silver 
- center buckle. aH 





MARK TWAIN SHOES 
FOR MEN 





gold and silver loop stra 
and underlay ....... rap 
1056—Black moire turn, regent 
85 


GUARANTEED 
ALL LEATHER 


















GREENWALD SHOES, INC. 
149 Duane Street New York City 











Saks Presents Genuine Water Snake 
Oxfords to Stimulate New Business. 


materials A to EEE. Sizes 1 to 10. 


Dr. Carol’s Health Shoe 


0103—Blk. Kid boot, 9/8 flat heel, McKay. .$3.35 


9069—Natural Grey Water- 0104—Bik. Kid boot, 13/8 Cuban heel, McKay 3. 






























snake, Blucher Ox- 
ford, Black Kid trim, Supreme Stout Health Shoe 
Modified last, 20/8 Sp. 4@9—Blk. Kid, 18/8 Cuban heel, Welt.. 
Hoek cccsncsteal $5.00 - Kid,’ Orthopedi heel, W: pas 
9070—As 9069 in 16/8 Baby 
Bas: RO. . vce'acais $5.00 
Nc 
arc 
ki 
Be 
” 161 DUANE STREET NEW YORK CITY 
s ° pa és A 
Dancing Tap Slippers We Challenge Comparison with Any Other 
1208—Patent Leather Theo, $2.25 201—Black Kaffa Kid, Perfor- 
po ee re ey $1 75 ated ae silver underlay, 
1200—Fatent Leather by 202-—Kame, “Baby heel, 15, /8 
arr eas oe a 
1206—Patent 11 wee One 203—Same, Cuban heel, 14/8 
1207—Patent Leather i One oie RB ag 
tese—Bacen ise "Old oak, 2 iame, Baby heel, 15/8. 
ee 
ack Kid One 8 1.56 213—Same. Cuban heel, 14/8. 
All with leather top lift 
Blog Shoe Company, Inc. LEVEY BROTHERS SHOE COMPANY | 
147 Duane St. 145 DUANE ST., NEW YORK CITY L 
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JNORK MA 


NEW YORK BRANCH 
INTERNATIONAL 
SHOE CO., INC. 


°S Largest Manufacturer of Shoes in 


the World 


S 





LADY PARKAR SHOES 
FOR WOMEN 


SUNDIAL SHOES 
FOR EVERY MEMBER 
OF THE FAMILY 





GUARANTEED 
ALL LEATHER 


DR. MILES HEALTH SHOES 





No. 2614—Patent, One-Strap, steel No. 2618—Black kid Oxford Tie, steel 
arch and cottage shank. Also Black arch and cottage shank. Also in Patent 
kid and Brown kid. ard Brown kid. 

Widths D and HEE—Sizes 3% to 9. 
eye SHOE CO., INC. 138-140 Duane — 


Boston: 216 Essex St. Philadelphia: 17 No. 4t! 
Pittsburgh Headquarters: Hotel Henry 











A Tackless, Seamless, Cemented Opera 
at $2.65 





Patent Leather 

Black Calf 

Black Satin 

Black Moire Satin 
Brown Kid 

High and Baby Heels 
3 to 8, B & C Widths 








J. WEISS SHOE CO. 
137 Duane Street New York City 
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OUR LEADER 


IN STOCK AT ALL TIMES 


— 


Patent Chrome Seamless 
Black Satin Seamless 
Kaffor Seamless 

Black Suede yA — 
Carried on 8 and Brown Suede jeamless 
(E78 Sunior Lovis Heels, Silk Brown Kid Seamless 

French Cord, White Sheep Black Morella Regent 
Quarter Lining, Edge, 


White Satin Regent 
os. Vet Vamp. Sizes 2% (suitable for dyeing) 


We aaa Comparison 
with More Expensive 
Shoes 















109 Reade St., 
B. Friedman New York City 
Shoe Co., Inc. 


























. HIGH GRADE UNBRANDED 
\. “COMPO” ALL LEATHER SHOES 


A new, modern, scientific method 
of Shoe Making — Eliminating 
tacks, staples, nails and stitches, 
which assures better fit, longer 
wear, smarter appearance and 
faultless flexibility. 


1506 Black Demi-Glazed 
Kid 


eecccccccccccs 3.60 

1505 Patent .......e006% 38.50 
Regent and Seamless 

$3.25..... Pumps ..... $3.35 


Many Other Stylee—Write for Catalog. 


MORSE @® ROGERS 


N. Y. Branch, International Shoe Co., ine., Duane and Hudson Sts. 

























DR. CAMPBELL’S GOODYEAR WELTS 
KORRY-KROME SOLES ; 


517—Camel Elk Bi 1h) 


519—Black Calf aera SP suk wo 
523—Tan Elk eS 
525—Tan Calf 
527—Patent Chrome 


















Sizes 8% to 12, widths B to E................ $2.15 
Sises 53% ta; €:t0 Bi... cccccvnctctuatusenes 1.90 
Same as above in Oxfords 10 cents less. 


POWELL & CAMPBELL 


122 DUANE STREET Established 1879 


THE “PEDIKRAFT” SHOE 


“Corrective” Goodyear Welts for Women 


In Stock Ready to Ship 
Smart Styles Excellent Values 


















cut out Oxford........ $2.85 
Kid cut out Oxford...... 2.85 
Kid cut out Oxford..... 2.90 
center buckle strap.... 2.85 


Kid center buckle strap. 2.85 
Kid center buckle strap. 2.90 
Kid side buckle wide 

SERED ccccccccccccccecccccccce 2.85 


All Leather Neste, Rubber Top Lifts 
A, B, C, D, EE Width 


Also Women’s Latest Crea- 
tions to retail from $3 to $6 Ge 
LAZARUS FRIED & SONS, INC. 
120 Duane St., New York City 



















WHERE TO BUY 
Men’s Shoes 














Lee aes sll 











ie act poe 
NF: REYNOLDS CO™<- BROCKTON MASS 





SHOE 
ror MEN 


M. A. PACKARD CO., Makers 
BROCKTON 


© 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


BH. W. COOK, President 
N. Y., U. 5. A. 
FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 
Brockton, Mass. 

















Features New Pattern 











O'CONNOR & GOLDBERG 


The MOST DARING 
The MOST VIVACIOUS 
The MOST ALLURING 
FOOTWEAR FASHIONS 
DESIGNED IN YEARSI 


O-G RUMBLE TIES! 
Introduced (of course) by O'Connor & Goldberg 


FOOTWEAR FASHIONS WITH PLENTY OF “S. A* 
THEY HAVE “IT” TO THE INFINITE DEGREE 
THEY ARE FEMININE WITH A CAPITAL “F* 


¢ 50 
O-G Rumars Tits presented. Seturdey in The O-G Stare Sracet Store 


at 205 STATE STREET, SOUTH, New Adems—Reseblic Buildte 


Abe « These O.G Stores 
4010 Sher don Rood 2300 Lowrance Avemed Sw se 
0048 Hedeeed Sweet, South 199 Medes Sweet, Wen JETS Resseweh Reed 195) bln Aor 7 
OPEN SATURDAY EVENING 





Prevented 
PATENT LEATHER 
BRONZE KIDSKIN 
BLACK SILK PAILLE 
GREEN KIDSKIN 








CHIFFON 
©-G RUMBLE TIES, 31 








A striking advertisement used by 
O’Connor & Goldberg to introduce 
their new Rumble tie. 








Retail Improvement Seen in 
Chicago 


Cuicaco (UTPS)—Following a 
rather slow start, holiday business in 
the local retail shoe field came to life 
last week and showed signs of improve- 
ment described by leading merchants as 
“very encouraging.” That considerable 
wholesale buying for the holiday trade 
has been somewhat delayed was indi- 
cated by the last-minute orders re- 
ceived by manufacturers from shoe 
store managers throughout the nation. 
Size of the orders also indicated that 
merchants have underestimated public 
demand in many cases. 

Sales volumes, both wholesale and 
retail, maintained a steady average 
during the entire week—a hopeful sign. 

O’Connor & Goldberg’s introduction 
of “Rumble Ties” has been the cause 
of considerable comment. These ties 
circle the ankle high up and are 
threaded through two projections aris- 
ing from the quarter (the projections 
being a part of the quarter.) The 
bows are in back just over the heel in- 
stead of the customary front position. 
According to the O-G buyer, these new 
ties have taken public fancy and are 
proving a very good seller. 

To stimulate trade, the Cutler stores 
advertise that from now until Xmas 
they will ee away absolutely free, 
one pair of $1 chiffon silk hose with 
every pair of their shoes purchased at 
the regular price of $5.50. One glance 
at the constant crowds entering their 
stores in all parts of the city proves 
the efficacy of this plan. 

All of the Chicago shoe stores and 
department store shoe sections are find- 
ing that house slippers, for men, women 
and children, are moving very well this 
year. Apparently the public are turn- 
ing to practical gifts this Xmas. 
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November Business Gains 

in Detroit 

Detroit, MicH. (UTPS)—Statistics 
covering November, sales in the Detroit 
industry showed a slight increase over 
the previous month and a slightly less 
volume than in November, 1929, ac- 
cording to executives. The outlook for 
the Christmas season is fairly good, 
they say, and a spirit of mild optimism 
is abroad. 

The volume of sales is, however, con- 
sidered satisfactory in view of all the 
circumstances and the steady, if slight, 
increase in business is regarded as a 
happy omen for 1931. 

Since the weather here has been com- 
paratively mild for the season of the 
year, the sales anticipated have not 
fully materialized. Apart from two 
cold spells and a moderate downfall of 
snow, which brought a temporary rush 
of business, conditions have changed 
little. 

While every effort is being made 
through advertising and window dis- 
plays to stimulate the sale of footwear 
suitable for Christmas gifts, the public 
response has not been very marked. 


Expect Large Attendance 
at Boston Show 


BostoN—With the changing of styles, 
lines, grades and prices now being ex- 
perienced in practically all types of 
footwear, it is more than ever necessary 
that shoe buyers should take advantage 
of their opportunities to get first-hand 
information on these important sub- 
jects. To do so many will attend the 
Ninth Annual National Boston Shoe 
Show, which will be held in the Hotel 
Statler, Boston, Jan. 12, 13 and 14, 
1931, under the direction of J. Goddard 
Brown of Boston. 

Four entire floors in the hotel will 
be devoted to the showing of footwear 
of all types, the exhibits being more 
numerous this year than ever before 
and the facilities for showing much 
better than during previous events. The 
showing is not limited to any one par- 
ticular section of the country but rather 
is national in scope, including as it does 
exhibits of footwear and allied products 
made in Maine, New Hampshire, Mass- 
achusetts, New York, New Jersey, Ohio, 
Pennsylvania, Missouri, Canada, Wis- 
consin, etc. 

In addition to the room displays there 
will be a number of booth exhibits in 
which will be seen the latest types of 
footwear, leather, rubber products, shoe 
buckles, ornaments, shoe cartons, shoe 
manufacturing processes, rubber heels 
and soles, shoe forms, etc. These ex- 
hibits, which will be located on the 
mezzanine floor of the Statler, should 
prove unusually interesting to buyers, 
inasmuch as they represent the latest 
style thoughts of leading concerns en- 
gaged in the manufacture of products 
pertaining to the shoe trade. 

The fourth, fifth, sixth and seventh 
floors of the Statler Hotel have been 
reserved for sample room purposes, 
while all floors above the seventh are 
to be utilized as sleeping room accomo- 
dations. Buyers in large numbers have 
already made room reservations and 
plan to spend the three days at Show 
headquarters where under one roof they 
may inspect at their leisure the several 
hundred lines which are to be especially 
laid out for their approval. 
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“MORE THAN A SPAT” 
Tweedie Desien Life Spats S PATS for r E N 


ience, Cleanliness and Style 


1N Be ew gotonend angle ag fonsioes stra; 
Pame y ML a- aretiye 7 Replay fo the MERICAN men no longer quality, workmanship and material. 
a the ae seam of penn cost eoafoum belittle the English custom Its angen ry however, = 
pode 7 picgehacky per yarn par pba of wearing spats! Americans have it above even the best importe 

Be ee Ree een af es The learned that there’s a lot of sensible English-madeproduct. With Tweedie 


strap need never be unbuckled to put 
on thetbee or take it off. Just slip it on over comfort, as well as distinctive dres- aneaee in your stock, sales are 


I; =e take it off the a r- siness, in the “spat habit.” This is easy ... profits sure. 
3 oy onary sag ae evidenced by the fact that spat sales 
Now is your o portunity to make 


his feature keeps Tweedie Bootops 
clean, inside and out. pn , are increasing from 200% to 300% ree ing et te min. tron 
ile getting wortn-w e uri e 
shoes shined: ya unfasten buckle and each year! Hp go. sae = — ter, by pr ca your ah 
lift spat out of the way. ° indications there’s greater deman ering — me 
5 Automatically centers itself and stays for spats this winter than ever before. something distinctively new. A tria 7 
put: Because of the patented angle at order of a dozen pair will prove a s 
which the strap is f it ical- Now, for the first time, you have _the superior sales advantages ‘ 
ly adjusts itself to the instep and stays ’ € off A Gand 
there, keeping the Bootop smooth, close- the opportunity of offering your of Tweedie Bootops. Sen 7 - 
fittin: an dressy. trade “more than a spat!’’ Tweedie the coupon, today, for Pa re 
6 a Acer are hand has recently perfected and patented free descriptive de- 
7 Widerange of colors: Tweedie Bootops the new Tweedie Bootop for men _tails..order by 
vemnede Foe black and white and six which any iad objection- mailandget 
Fi green ble feature found in the ordinary- 
Full line of sizes: Tweedie Bootops are ms 
8 carried in stock for immediate delivery type spat. Of course, the Booto 
in sizes 5 to 11 inclusive. duplicates the traditional Englis 


tailored spat in all its style element, 








+ f 
Tweedie Bootop Canes \ AS 
Jefferson City, Missouri 
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WHERE TO BUY 
Men’s Shoes 


tr  ee 


In Stoch Service 


EM.HOYT SHOE CO. 
tosmes ot te, Manchester, NH. 


roe | 





“A MAN’S DECISION” 


THE 


WV 


Men's 
Fine 
—— 
SHOE colony 
Boston—183 Essex Street seeet bean 
N. Y.—915-917 Marbridge Bidz. Mass. 











WHERE TO BUY 
Dancing Sandals 


eli elie ied 





For Aesthetic 
Dancing 


IN STOCK 
IN GREY AND 
FAWN. 

4 SIDELINE 
MONEY 








HAVERHILL, MASS. 


WHERE TO BUY 
Riding Boots 


dl ili all 


RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 





Move Made to 
Widen Market 
for Lynn Shoes 


Committee Recommends Re- 
search Council and More 
Advertising 


Lynn, Mass.—The shoe industry is 
in a state of transformation by reason 
of the rapid growth of new merchan- 
dising methods, the fast style game, the 
ups and downs of the merchandising 
markets and the changes in the foot- 
wear habits of the people. This is one 
of the salient paragraphs in the report 
of the Crowley committee on the state 
of the Lynn shoe industry, which has 
just made its report after an eleven- 
month study of the situation. 

The committee recommends the or- 
ganization of a research council to 
study this new situation. It also urges 
an aggressive development of modern 
merchandising, and more advertising 
of Lynn’s shoes. 

The committee furthermore recom- 
mends a new working agreement be- 
tween manufacturers and unions, with 
state board prices as base prices, and a 
local board of arbitration to settle dis- 
putes. It advises graded price lists, 
such as will encourage the production 
of a variety of shoes in Lynn. The 
final arbitration board would be made 
up, if the committee’s advice is fol- 
lowed, of a banker, a realtor and a citi- 
zen of high standing. 

This Crowley committee is headed by 
P. F. Crowley, a lawyer and formerly a 
shoemaker. Other members are mer- 
chants, bankers and realtors, as well as 
shoe manufacturers and shoe workers. 
It is interesting to note that the com- 
mittee appeals to merchants and citizens 
generally to study the shoe industry, 
and that it furthermore suggests more 
constructive, and less destructive, re- 
ports and discussions on the state of 
the shoe and other industries. 


J. E. Biles Closing Out 


Kansas City, Mo. (UTPS)—J. E. 
Biles, who has been in business here for 
the last thirty years, is closing out his 
shoe store at Tenth Street and Grand 
Avenue. His entire stock is being of- 
fered at reduced prices. While the sale 
is on the store is open until 9 o’clock 
every Saturday night. 





Copyright on Snakes? 


Peabody, Mass.—Tanners here are 
mulling over the Vestal bill. It provides 
that designs of style may be copyrighted. 

he wisdom of it is doubted by some 
men of the vats and drums. 

“Take the snake,” says one. “Who 
has a right to copyright its pattern, or 
that of any other reptile, either? 
snake pattern began with Mother Eve. 
So nobody has a prior right to it. Nor 
does anybody know how many different 
patterns of snakes are lurking in the 
jungles. It’s my opinion that any man 
who tried to claim a copyright on a 
snake would also try to claim a copy- 
right on the sunrise. So, on general 
principles, I’m against this Vestal bill.” 











Retailers Holding to Trading 
Position 

PHILADELPHIA (UTPS)—“While the 
recent cold weather has been of some 
stimulus to retail sales, there is no im- 
mediate relief from slow business in 
sight for the next four months,” ac- 
cording to O. W. Marden, controller of 
Geuting’s. 

“I believe that the entire retail trade 
in this city is hg reg Po a trading si- 
tion on stocks arden said. “Dis- 
regarding last year entirely, we find 
that our inventory is comparatively 
lower than those of 1927 and 1928—and 
we expect to hold it there until sales 
warrant a change. 

“There is one "eetetanding feature of 
this period, however, that is worth 
mentioning, and that is that the first 
class charge accounts, usually rather 
slow in paying, are much more prompt. 

“This week marks the introduction of 
slippers for Christmas sales and the of- 
ferings of new stylings for Southern 
resort use. Suedes and linens in wo- 
men’s lines are being advertised for 
the South, while solid color kid and 
satin with metal trim are offered in 
slippers. 

“Current business is light, as com- 
pared with the normal volume of 1927 
and 1928, demand being principally for 
black and brown kid for day wear and 
light colors in satin and moire for even- 
ing.” 


Leipzig Trade Fair 


Leipzig — The Leipzig Trade Fair 
will be held this year from March 
1 to 7. The fair will comprise 10,000 
exhibits, assembled from 22 countries, 
constituting the largest and most va- 
ried market in the world. The exhibits 
of similar merchandise will be dis- 
played in the same or closely grouped 
buildings. There are some 67 buildings 
in all, including the largest exhibition 
halls ever erected. The visiting buyers 
at Leipzig find it possible to shop 
through a score of countries quickly 
and economically. 

An attendance of some 200,000 buy- 
ers is assured at the Spring Fair, in- 
cluding 30,000 from foreign countries. 
The United States will send more than 
100 characteristic exhibits and upward 
of 2000 buyers from all parts of the 
country. 


Unite Sales Forces to Sell 
Heavy Leather 


PHILADELPHIA—England, Walton & 
Co., Inc., and A. C. Lawrence Leather 
Co. "have. announced the uniting of their 
sales forces handling all heavy leather 
products of both companies under the 
management of England, Walton & Co., 


ne. 

England, Walton & Co., Inc., also an- 
nounce that as of Dec,- 8, 1930, their 
board of directors will be as follows: 
Spencer K. Mulford, Jr., chairman; 
Spencer K. Mulford John B. Mulford, 
Albert F. Hunt, Willis R. Fisher, Ever- 
ett W. Pervere. 

The officers of the company remain 
unchanged: Spencer K. Mulford, pres- 
ident; Spencer K. Mulford, Jr., exec- 
utive Weel resident and treasurer; 
John B. Mulford, vice-president and as- 
sistant treasurer; Curtis K. Mullin, sec- 
retary; Walter S. Smack, assistant sec- 





retary. 
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These striking displays com- 
bine the color brilliance of 
neon with the clear legi- 
bility of raised glass letters 
for continuous effectiveness, 
day as well as night. 


FLEXLUME NEON 


OOD location—even good reputation—can 
be strengthened by good electrical display. 
Flexlume neon, especially in combination with 
Flexlume raised glass letters, will give you new 
prestige—day and night. 
Let the local Flexlume representative tell you 
the story of neon illumination-as developed by 
Flexlume . . . why its electrodes, 


built on a new principle of design 


aq — wes 





and size, insure more de- 

pendable operation and — ==> 
longer tube life. Let him tell you how — 
you can derive the benefits of this elec- 
trical advertising on a monthly service 
plan. 

Write us to submit, without obligation, 
color sketch of a modern electric display, 
designed especially for your business and 
requirements. FLEXLUME CORPORA- FE L E X L U M ay: 
TION, 1022 Military Road, Buffalo, N. Y. CORPORATION 
Factories also in Toronto, Can., Atlanta, ,.,, z.... aie 


y Raised Glass Service Offices 
Ga., Kansas City, Mo., and Houston, Tex.  [tt,,,,Expestt., Qs tee y, iB Clef Cities 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 
40-46 West 25th St. New York City 








MEN’S FINE 


HAND TURNED 


SLIPPERS 


Manufactured 
Full leather by 
iined slippers 
from $2.00 to $2.65. W. S. CHASE & SONS 
Send for Catalogue, Haverhill, Mass. 
Beston Office: Room 501, Statler Bidg. 


s 











Cateles on IN 








t &. EVANS SON CO., Wakefield. Mess. 





Women’s D’Orsay 
Slippers 























Portsmouth Pioneers 
Pass 


Portsmouth, Ohio.—All four of the 
pioneer shoe manufacturers of Ports- 
mouth, whose brains and energy made 
Portsmouth one of the most important 
centers for the manufacture of women’s 
shoes, have passed with the death of 
Irving Drew, founder and active head of 
the Irving Drew Co., who died Nov. 27. 
He was the last to surrender to the 
onslaughts of time. The others who 
passed before him were George D. Selby, 
co-founder and president of the Selby 
Shoe Co., and the Williams brothers, 
Grant and John E., founders of the Ex- 
celsior Shoe Co. All have died within 
the past eight years. 

Shoe manufacturing on an extensive 
scale started in Portsmouth with the 
establishment of the Drew-Selby Co., 
prior to 1880. This concern developed 
into a great business with a world-wide 
market, but at the turn of the century 
Mr. Selby purchased Drew’s interests 
and established the Selby Shoe Co. Mr. 
Drew then organized the Irving Drew 
Shoe Co., and both of the concerns 
prospered. 

The Williams brothers, late in the last 
century, established the Excelsior Shoe 
Co., which was also one of the great 
plants of Portsmouth. 











Shoe Sales on Upgrade 
in Louisville 


_LovisvitLE (UTPS)—In spite of con- 
tinued unseasonable warm weather, 
many firms report an increase in sales, 
the shoe business being on the upgrade. 
The popularity of black mat kid and 
suede continues, with a decided trend 
also toward brown shoes. Pumps are 
the smart style for fall wear. Prices 
are coming down, and never have such 
good shoes—in cut and material—sold 
for so little. To meet slow business 
conditions a number of firms have re- 
duced their regular price, especially 
among chain stores. 

Among the managers who report an 
increase of business is T. J. Gordon at 
Herman Strauss & Sons. They carry 
a very full line of children’s shoes, as 
well as other footwear, from double A 
to D—and their sales show a gratifying 
increase. Miss Eva Rosenbaum, with a 
twelve year experience in children’s 
shoes has recently been brought from 
Akron, Ohio, to be made manager of 
the children’s shoe department at Her- 
man Strauss & Sons. Mr. Gordon says 
that they expect a heavy business in 
rubber shoes and that it has already 
started. 


Moves to Shopping Center 


LOUISVILLE (UTPS)—The Nisley 
Shoe Company, now occupying a store 
in the Marion Taylor Building, is to 
move into a new store in the Seelbach 
Building about the first of February. 
The new location is near the center of 
the best shopping district, which has 
moved further south since the Nisley 
store leased its present store. 

The new lease is for ten years and 
involves rentals approximating a total 
of $200,000. The store space available 
is 20 by 90 feet. About $40,000 will be 
spent in alterations to adapt the store 
to the needs of the company. 
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1931 To Be a Work 
Shoe Year 


[CONTINUED FROM PAGE 37] 


they bear the burdens of toil. The 
muscles should have room for free ac- 
tion, which is a means to strength. 
The increase in length of the foot may 
be as much as half an inch, according 
to some authorities, and the increase in 
width of the forepart may be almost as 
much. 

Many workers prefer the soft toe 
shoe, because it yields to foot action. 
Others must have hard toe shoes, even 
to boxes of the armor plate class, for 
they are exposed to the danger of some 
heavy piece of merchandise falling on 
their toes and crushing them. The 
thickness and character of the sole is 
dependent upon the kind of work that is 
done. Upper leather, generally speak- 
ing, should be supple and strong. The 
bind on the instep should be neither too 
tight nor too loose. Work shoes should 
be cleaned and dressed to keep them 
neat, and usually the dressing should be 
done with a compound that will lubri- 
cate the leather. 

In general, the tendency in recent 
years has been toward lighter weight 
work shoes, of welt construction, in 
preference to heavy nailed shoes, ex- 
cept among classes of workers whose 
duties necessitate extreme heavy weight 
footwear. — 

The points we have mentioned are 
but a few of many principles that ap- 
ply in fitting work shoes. However, the 
thing uppermost in the merchant’s 
mind is to sell more work shoes, or to 
adapt a familiar phrase, to make the 
public “Work Shoe Conscious.” Not 
only is involved the sales of millions of 
pairs of work shoes, but there also 
enters into the case the shoeman’s part 
in the new national expansion program. 
Let’s make 1931 a “Work Shoe Year.” 


Thirty Patents Issued to 
Auburn Firm Since 1926 


AUBURN, N. Y.—During 1930 ten 
patents were issued to the Shoe Form 
Company covering new developments 
and improvements in Fairy Forms, 
while in 1929 thirteen were granted, 
reaching a total of thirty since the is- 
suance of the first patent to W. J. De 
Witt, president of the company, in 1926. 

A patent of particular importance to 
the Shoe Form Company is their No. 
1,780,744 granted in November. This 
covers, among other features, the 
weighted toe or balancing feature of 
Fairy Forms for displaying hosiery. 
The weighted toe holds them erect 
and balanced without the necessity of 
supports. 


Weather Slows Up Selling in 
Indianapolis 


INDIANAPOLIS, IND. (UTPS)—Busi- 
ness is slow and volume slightly below 
last year at this period. Tans and 
blacks are very popular, although 
blacks lead. The mild weather has had 
an adverse effect on shoe buying, and 
dealers are in hopes that cooler tem- 
peratures will bring better business 
conditions. Suedes for women are very 
popular in black and the darker shades 
of brown. 
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Authentic reproduction of the window of 
Wolf and Dessauer Co. of Fort Wayne, Ind. 


--- did you say INTEREST? 


Yes, there must be interest to hold the attention of a crowd of women shoppers. What 
is it? What arrests their attention? Just ask the Gaytees salesman to tell you about 
the interesting features of the colorful Paris-approved Gaytees, and the sales idea be- 
hind them that build prestige and profits for your store. 


To say a line has style is not enough. You must have 
an authentic reason. Gaytees are approved by Paris 


Gaytees—the Tailored Overshoe made only by the 


United States @ Rubber Company 
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WHERE TO BUY 


Dancing Shoes and Taps 





STUDENT TAP 


An inexpendive tap 
shoe excellently 
8% Child’s to 8 
"s 
Latites’ kid 


with side cut-outs. 
Retails 


at $2.50. Patent 
leather (as illus- 
trated) retails 

bly at $3.50. 





333 WESTS2‘ST. 
NEW YORK.CITY 





eelN ST OC Keeea 





Ne. 9785 
Leather 
$2.25 

In STOOK 
ALL Sizes 


TAP: 














BROOKS SHOE MFG. CO. 
Swanson and Ritner, Phila., Pa. 











WHERE TO BUY 


Store Fixtures 


William B. Johnson Sales 
Manager for Sweet Co. 


{LLIAM B. 

JOHNSON, 
sales manager of 
the Schieffele 
Branch of the 
United States Shoe 
Co., has been ap- 
pointed sales man- 
ager for the Alfred 
J. Sweet Co. to fill 
the vacany caused 
by the resignation 
of Charles Heckel. 
Mr. Johnson will 
continue to handle 
the Schieffele sales 
in addition to his new line of duties. 

Because of his wide experience in the 
shoe business, extending over a period 
of 21 years, Mr. Johnson is especially 
fitted to take on the added responsibil- 
ity of his new position. He began his 
shoe career as a salesman in a retail 
store in the Middle West and was soon 
promoted to buyer. It is a strange co- 
incidence that the first bill of shoes 
which he purchased was from A. J. 
Sweet, who was then on the road with 
his Ye Olde Tyme Comforts. This pur- 
chase was a size-up order on the Olde 
Tyme Comfort standby—No. 16. 

In 1909 Mr. Johnson went on the 
road for the Red Wing Shoe Co. in the 
Pacific Coast territory, and in 1915 he 
became interested in the L. D. Stickles 
Shoe Co. and carried this line in con- 
junction with his Red Wing samples. 
It was in December, 1920, that he was 
made sales manager of the Red Wing 
Shoe Co. in which position he remained 
until July, 1922, when he purchased a 
large interest in the Stickles Co. and 
gave all his time to the direction of 
sales of this concern. 

Mr. Johnson’s first connection with 
the United States Shoe Co. was in 
1929 as sales manager of the Buffalo 
plant. His success in this division has 
been exceptional and his new appoint- 
ment was in recognition of his ability. 


William B. Johnson 


Pioneer Merchant Dies 


WELLSVILLE, OHIO (UTPS)—Absa- 
lom Crubagh, aged 79, one of the oldest 
retail shoe dealers in this section who 
operated a store for 42 years, died re- 
cently following a weeks illness from 
heart trouble. He was born on a farm 
near Wellsville and came to the town in 
1884 when he opened the shoe store and 
retained the active management until 
his death. He is survived by his wife, 
a daughter and several brothers and 
sisters. 








Learn from the Hen 


Ernest Woelfel, the leather wizard, 
who turns out millions of snakes, lizards 
and ‘gators from his presses in 
Mass., answers that age old 
“Why is a hen?” 

“Observe the hen,” says he. “When 
the worms sink down deeper in the soil, 
then hen digs down after them. She 
keeps scratching until she gets them. 
That’s the way it is with men who are 

business. They keep scratching 
until something turns up.” 


question, 











No Other Industry Gets 
More in Cash 


[CONTINUED FROM PAGE 39] 


just how charges had been made, pay- 
ments made, and how the balance had 
continued from month to month. The 
explanatory letter put the facts clearly 
before the customer. The foundation of 
the store’s credit policy was prompt 
payment of accounts in full from month 
to month. Undertaking to carry bal- 
ances for customers at all times meant 
a considerable increase in operating 
costs. It tied up capital which the 
merchant needed for other departments 
of his business. Banking connections 
looked askance at such receivables, as 
did distributors. 

The letter concluded with a frank 
appeal to the customer to keep the ac- 
count in better shape in future. 

It is not reported that this method 
made “converts” of those old offenders 
all at once. It didn’t. However, it ef- 
fected an improvement in the situation 
oor gg more than worth the cost and 

ouble. 


Trade Improves in Miami 


Miami, Fxia. (UTPS)—Shoe dealers 
throughout the ater Miami area 
report a slowly rising temperature in 
the business thermometer. Sales are 
brisker than they were a month ago. 
The color trend remains the same; 
brown and black being the most. called 
for shades. 

Black continues to be in demand for 
all occasions, from sport dress to eve- 
ning wear. It is quite unusual for dark 
colors to be worn in this locality to 
the extent that they are at present; but 
it is the style and so Miami shoe men 
=e prepared to furnish what is called 

or. 


D. Myers & Sons to Move 


BALTIMORE, Mp.—D. Myers & Sons, 
one of the largest and most progres- 
sive wholesalers of shoes in Baltimore, 
Md., will move to larger quarters neces- 
sitated by its growing business. The 
concern will move to 19 South Hanover 
Street, where it will occupy a large 
five-story and basement structure, which 
will enable it to carry a more complete 
stock so as to take care of the needs 
of its increasing number of customers. 
Present quarters of the concern are at 
27 South Hanover Street. 


Fire Damages Shoe Store 


LOUISVILLE, Ky. (UTPS)—tThe Tra- 
vers Shoe es grag 513 West Walnut 
Street, suffered a loss of about $1,000 
through fire early Tuesday morning. A 
taxi driver, passing at 1 o’clock in the 
morning, saw smoke pouring out of the 
building and called the fire depart- 
ment, who quickly got the fire under 
control. 


Leather Outfits for Skating 


Boston — Jordan’s men’s store has 
.Started on skating outfits, including 
hockey boots with skates attached, sev- 
eral types of skating shoes, with skates 
attached, stockings of wool, and skat- 
ing jackets of leather in blacks and 
colors. 
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is his trouble 


(grinned the conscientious clerk, 
pointing at the elephant) 


He’s too big for a Miller Tree, so he'll 
have to put up with his wrinkles and his 
“slept-in” look. ... 


Really, though, there’s no excuse for 
shoes ever looking like that—though they 
sometimes do. 


A Miller Tree takes out all the wrinkles, 
keeps the chassis in shape and generally 
helps shoes look their best. A pretty good 
investment, I call it. You'll take a pair? 


Thank you, sir! 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, 
MASS. 


MILLER 
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WHERE TO BUY 
Ballet Slippers 








In Stock Black Kid 
Ballet Right and Left 
Last 


Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 

BLOG SHOE CO., INC. 
147 Duane Street, 

New York City 



















Rights and Lefts 
Two Grades 
Wem. Miss. Chi. 
1B se 3 
In Stock 
185 West Monrce 


wh. 
SUMNER 
SMITH 
Chieage, Ill. 


BALLET SLIPPERS—IN STOCK 


of the unusual kind 
Bi02 Bik. Kid Hand Turn 
Soft Toe 















Child’s 6 to 11—$1.85 
Misses ii to 2— 1.40 
Women’s 2% to &— 1.45 


Also Hard Toes 


SCHWARTZ & HERDER, Inc. 
Specialists in Ballet and Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 


REPUTATION 


—that’s what counts in 
making profitable sales 
| of theatrical footwear. 
| We make a complete line 
of dancing shoes whose 
merit is known to dan- 
cers everywhere. 





Write us! 


CHICAGO 


The Hotfert: THEATRICAL SHOE CO. 
Toe Slipper 209 S. State Street | 





rep 
Coast Orders filled 
6715 Hollywood Bivd., Fa Cal. 





BLACK KID BALLET SLIPPERS 


MADE ON —_ AND LEFT LASTS 
‘om. Miss. Childs 
suis eo tae fn OLS 
Ovast Prices Slightly Higher 
Brooks Shoe Mfg. Co. 
Philadelphie— 


Swansen and Ritner Sts. 
Les Angelee—1162 So, Hill st. 






IN 
STOCK 








Pa 


WHERE TO BUY 
Skating Shoes 








Se re 


By ~ Ab we 
Chicago, Wii, 





ball, is pushed too far forward where 
the sole begins to narrow and every 
other proportion of the last is mis- 
placed. If the shoe is fitted too long 
the ball is thrown back into the nar- 
rower part of the shoe, which is in- 
tended to fit the arch, and the whole 
shoe is likewise thrown out of propor- 
tion. The same might be said of shoes 
too narrow on the bottom. The foot 
should lay on the sole of the shoe and 
not project out over the edge. 

The reason people get better fitting 
shoes in the corrective types is two- 
fold. In the first place, the seeker of 
this type of shoe is in trouble and has 
reached the point where he or she is 
willing to consider comfort first, and 
for this reason buy a pair of shoes 
that are large enough and sensible 
enough to give comfort regardless of 
whether they are flexible or stiff shank 
shoes. But that is only a small part of 
it. The real reason that corrective 
shoes are fitted better is because the 
people who sell them are better trained. 

The maker of a shoe with a raise in 
the insole under the metatarsal arch 
knows that if that shoe is fitted short 
the raise in the insole is going to strike 
in the wrong place and cause discom- 
fort. The maker of shoes with flexible 
arch knows that if his shoes are fitted 
wrongly his whole theory of foot com- 
fort is going to be thrown out of gear, 
so both of them insist that their shoes 
be fitted with the ball of the foot seated 
accurately at the ball of the shoe. 

The salesman is given some idea of 
the functions of the feet and even if 
those ideas are not always all they 
should be, they are, at least, better 
than the almost total ignorance of 
many salesmen and so beget the confi- 
dence of the customer. 

What we are discussing in these arti- 
cles is foot health, and I have tried to 
show you the functions of the bones 
and muscles of the feet and legs in 
standing and walking, or the mechanics 
of the legs and feet, with the hope that 
with a better understanding of the bur- 
den the feet have to bear and how they 
may be helped or hindered by the right 
or wrong kind of shoes, you may ap- 
proach your customers with the con- 
sciousness that you know your job and 
know that you know it and whether you 
are selling high style shoes or practi- 
cal shoes, you know what you are sell- 
ing and how best to lead your customer 
~ a right decision, particularly as to 
t. 


Within the past week I stood be- 
hind a salesman in one of the highest 
priced shoe stores in New York. The 
customer, a girl, asked for size six B. 
He showed it to her and put it on. It 
was not comfortable. He said: “Sup- 
pose I get you size six C.” The girl 
said: “I think I would rather have them 
longer.” So he brought six and a half 
B. The shoe still was not right. The - 
girl said it did not feel right and the 
strap was too long. Still the girl talk- 
ing. 

“Suppose you let me try the next size 
longer and narrower; my foot seems 
to be too far into the toe.” So the sales- 
man brought a size seven A. The straps 
fitted better, the girl liked the shoe and 
bought it. I hear some one say that 








girl was an exception; most of them 
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Why Fitting Is Paramount 
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would fight before they would take a 
longer size. I say she was not an ex- 
ception, except in the fact that she knew 
more about shoe fitting than the man 
who was waiting on her. 

From experience, from observation 
and from what I have repeatedly been 
told by my friends who discuss their 
shoe problems with me, I do not hesitate 
to say that ninety-nine out of every 
hundred customers, men or women, can 
be sold a proper fitting shoe if the 
salesman knows his job and presents 
the matter in the right way. 

But you must know your job and 
know that you know it, and you must 
be sincere in your desire to give that 
customer real service. The reason why 
so many salesmen fail in influencing 
their customers to a right choice is be- 
cause the customer has no confidence in 
them and you cannot inspire that con- 
fidence unless you know your job. 

It is no unusual thing to hear a man 
or woman say: “I cannot get shoes to 
fit me except at so and so’s.” That is 
not because so and so have any differ- 
ent kind of shoes to sell, but because 
they have salesmen who know how to 
fit them. I would far rather my store 
had a reputation for good fitting shoes 
than for good wearing shoes. The shoe 
that fits well will look well until it is 
worn out; it will give a greater degree 
of comfort and pleasure to the wearer. 
The misfitted shoe never looks well and 
long wear merely means long drawn out 
dissatisfaction. 

Remember, I am still discussing foot 
health. Your customers, even the 
women who, for style reasons, are 
wearing the most impractical extremely 
high heeled shoes, are becoming more 
and more health conscious. They will 
listen to your health suggestions as to 
size and style if you first inspire them 
with confidence that you are striving to 
give them the style they want in the 
way that will give them the most com- 
= and cause the least injury to their 
eet. 

I hear the objection that this extra 
effort will take too much of the sales- 
man’s time and reduce his sales. Nota 
bit of it. I do not believe there is a 
shoe merchant or shoe department man- 
ager in the country who will not bear 
me out in the statement that the most 
intelligent fitter in his store or depart- 
ment also has the largest sales, the 
greatest number of personal customers 
and the least returns. 

On the contrary, the careless fitter 
is the one who always has hard custom- 
ers, who has no personal following and 
a return record that is awful. 

Fitting shoes properly does not mean 
a long discourse about the functions of 
the feet or deception about the size. It 
simply means winning the confidence of 
your customer in the beginning. There 
is no reason why size should not be 
discussed frankly and freely with the 
customer. If you know your job you 
can easily demonstrate to the customer 
why he or she will be better pleased 
ultimately by a given size. 

The organization with which I was 
connected for many years decided along 
about 1900 that the only thing accom- 
plished by a secret size code was to 
make our customers suspicious and 





[TURN TO PAGE 80, PLEASE] 
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TIME SAVERS FOR THE MERCHANT — 
ATTRACTIVE PRICE TAGS 


—ALSO CLIPS FOR TICKETS 








3-Color MODERNISTIC Two Tone Hand 


Attractive Lettered PRICE TICKETS 
Hand-Lettered 
Price Ticket 
Actual size, bright red 
and black design, dark 
blue figures—48 dif- 
ferent prices. 
$1.00 to $16.50 
25c per dozen 
6 doz.— $0.85 i a 
12 doz.— $1.50 Your choice of either of two color combinations 
24 doz. —$2.50 | mmigcth miele cin Rel vi Mest ens 
black figures figures. 
ii wai Available in 72 different prices: IN STOCK 


Tickets: 7 6 doz—$1.50 12 doz.—g250 1 doz—$0.35 


$5.00 per Gross, Order Please 


$2.75 Half Gross. | Check With Order, Please 














Window Cards — Colorful, Distinctive 


The one sure way to make your trims each month look different is a change 
of cards, with peppy selling messages to pull the customers in. 


: 12 hand designed cards each month, each 

Service with different sales messages, die-cut tops, 

No. 1 colorful, artistic, size 7 by 12 inches; with 

$5 00 100 blank pord — to ge pi with 

° service cards each month (or with prices im- 

Complete texts of 15 Monthl printed, selection of prices as wanted, 50c. 

December cards sent on y per month additional). Also 6 card holders 
request. with first month’s service. 


Service Seeutinn 
8 cards No. 3 6 cards 
No. 2 100 blank price o. 50 blank price 
$4.00 4 aa $3.00 2 pe elders 
Cards are 60c each—sold Monthly Monthly 


Above illustrates one of. Say only to merchants in towns 


cards — dainty — colorful. . : 

Buff cardboard: pennants in in _— et not have - 
y w, an ie; text annua servl ™ oa é e 

in black. Water pe ad “f " car ce Annual card service is sold to one merchant on an exclusive 


print. basis in each town or metropolitan shopping center. 





Several other varieties of hand-lettered price tickets carried in-stock. Sample on request. 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
1334 Republic Bldg., Chicago 
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WHERE TO BUY 
Spats re 





IDEAL 


Reg. Trade Mark 
Manelis Products Will 
Give You More Profits. 
Spats $0.00 te $21.00 
Dez. ot Include Bose 
cloth. 

Rhinestones $2.50 te 
es 


MANOLIS MFG. CO. 
4248 Ne. Crawford Ave. 
Chieage, tl. 


Pert BV bua Bt Bt In he. 


BOND STREET 


chandising ps, 
tive packaxes. immediate delivery. Write for samples. 
THE WILLIAMS MFG. COMPANY 


ONPG 
Dl ON 











50-54 Ne. 4th St., Philadelphia 


‘Standard’ 





8 P 


Watch “Standard” Spats in 1930 
8S. Rauh & Co., 650 Sixth Ave., New York 
COR OR OTT NTR 





Men’s Sport Styles for the South 


[CONTINUED FROM PAGE 35] 


more in keeping with the sports idea. 
The coarser-woven tweeds, homespuns 
and cheviots will be shown in abun- 
dance, flanked by silky-soft Cashmere 
and Vicuna. 

Colors, in addition to the ever-popu- 
lar gray, will lean strongly toward the 
varying shades of tan and brown with 
a goodly sprinkling of the new gray- 
blue and gray-green. Heather mix- 
tures are also due for a return to favor. 
In patterns, indications point to a pref- 
erence for overall effects, pin dots, 
block checks, wide diagonals and over- 
plaids and a distinct shunning of the 
herringbone weaves which have been 
rather overplayed lately. 

Separate sport coats are expected to 
be much in demand and there the half- 
belt will be the rule rather than the 
exception. Camels hair, in the natural 
shade and in blue, which has had the 
call this past year, will again be strong 
and will be reenforced by several shades 
of brown in the same material. Gabar- 
dine, too, in both plain and fancy 
weaves, will be offered in generous va- 
riety and will, no doubt, continue to 
gain in popularity—a popularity, by 
the way, which is well-deserved, for we 
know of no fabric which lends itself 
more readily to sport coat purposes. . 

Answering an unmistakeable demand 
of the Summer season, Winter sport 
showings will include several separate 
coats of silk and linen. Shantung and 
the more krinkly weaves of silk are best 
adapted for this purpose; colored linens 
will again make their appaerance. For 
the dressier sport coat, the double- 
breasted in blue, brown and green flan- 
nel and unfinished worsted is expected 
to maintain its place in the sun. This 
coat is popular both with and without 
belt and the new models have a sugges- 
tion of breadth and squareness in the 
shoulders working down to a rather 
trim skirt. 

Blazers still find favor here and 
there, though principally for tennis and 
bathing. In bright plain colors or con- 
trasting stripes, either with or without 
piping, the blazer makes a serviceable 
and colorful jacket for wear to and 
from the court or beach. 

Suits of silk and linen are expected 
to enjoy one of their biggest seasons. 
The midsummer pajama parades and 
such like, while far-fetched and often 
ridiculous, had, nevertheless, a founda- 
tion of good old-fashioned common 
sense. Men are beginning to wake up 
to the fact that they have been wear- 
ing clothing entirely out of keeping 
with the weather. The result is a 
strong reaction toward lighter stuffs. 
Linen and silk is the proven answer, 
and the beginning of a demand that 
may be permanent is scheduled to be 
first felt in this Winter’s “Going 
South” outfitting. 

Flannel and worsted trousers, or 
“slacks,” both plain and striped, are a 
necessary adjunct to the sport coat 
and, of course, will be much in demand. 
The leaning toward worsteds, however, 
which was marked during the past two 
seasons, will be much less pronounced. 
This is due in no small degree to the 
introduction of colored flannels—this 
season will see a wide variety of pastel 
shades and, in addition, some attractive 
stripings. Stripes generally are ex- 
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pected to be preferred with a better 
variety of single stripes and fewer of 
the more complicated cluster and broken 
stripes which predominated a year ago. 

nickers su ed in retrieving part 
of their lost popularity, during the 
Summer season, and present indica- 
tions point to the likelihood of a corre- 
sponding demand this Winter. This 
come-back was due in part to the new 
trend toward linen—knicker sales are 
now practically confined to linen, white 
serges and unfinished worsteds and to 
fiannels in a wide variety of pastel col- 
orings. Novelties in basket-woven 
cheviots and colored cross-checks com- 
plete the showing. 

Sweater and golf hose sets, together 
with kindred knit goods, form a very 
important part of the lightweight sport 
outfit. The acceptance of green as an 
added basic color in men’s wear has 
given new impetus to this branch of the 
industry—not only are the various 
shades of green greatly in demand to 
complete harmonious ensembles but 
also as a very effective contrast to the 
tan and brown suit and sport coat. 
Crew and V-neck styles seem to find 
about equal favor and solid colors in 
fine cashmeres and in light-weight 
brushed wool are expected to move well, 
especially in the more delicate pale 
shades of green. 

Jacquard patterns are also very 
much in evidence and, for hard service, 
the new link-and-link stitch which re- 
sults in a firmly-knit corded weave is 
among the best sellers. This new 
weave is not only good-looking and un- 
usually durable but, due to its great 
elasticity, is easily slipped on and off, 
the while assuring a neat, snug fit al- 
ways. 

Sports footwear for the “Going 
South” vacationist is a long, long story 
—far too long to be told in the space 
at our disposal and far too important 
to be half-told. As might well be ex- 
pected, the main volume of such out- 
fitting is in the “dress” sport shoe. 
The two-tone shoe dominates the trade 
and is shown in an abundance of lasts, 
leathers and combinations. Introduc- 
tion of green and blue-gray in sports 
clothing has reacted to the benefit of 
the dealer in footwear—it necessitates 
purchase of both black and white and 
tan and white combinations. While 
dressier lasts are always in demand, 
moccasin two-tone sport shoes are very 
popular both on the links and for gen- 
eral sports wear. They are to be had in 
two-tone and solid colors and are made 
on regular golf shoe lasts, usually with 
a solid leather sole which prevents the 
shoe from losing shape. 

For practical purposes solid solors in 
quick and soft drying leathers have the 
call. One of the interesting new offer- 
ings is a double-construction golf shoe 
which is purported to be absolutely wa- 
terproof. It is really a shoe within a 
shoe, with calf lining covering the sole 
completely. This lining is Os gig 
from the waterproof veal outside by a 
light felt interlining. It has a cushion 
sole. In spite of this triple thickness it 
is extremely light in weight and trim in 
a rance. It is really an adaptation 
of a hunting boot construction and, we 
are assured, is destined to make many 
friends among golfers. 
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A NEWLY perfected spread- 


ing device and rod with square 
threads of large pitch insure easy 
and accurate action. Blocks are 
of fully seasoned rock maple, 
and are shaped and finished as 
carefully as a last... Corn and 
bunion plates supplied with 
every stretcher. 

Every retail shoe store should also be 

equipped with the WMC Instep Stretch- 

ers, GAC Toe Raisers, and the Climax 

Shoe Stretchers for women’s high heel 


shoes. We also supply the well-known 
Repco Shoe Stretchers. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Ld 
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WHERE TO BUY 


Women’s Shoes 





Ultra-Smart Sandals 
i 
Unusual 


Profits 
Write direct 


BIARRITZ 
33 West 27th St. 














Internationally recognized as the acme of 
utility shoes. 


A product of 


SHAFT-PIEROCE SHOE CO., Faribault, Minn. 











WHERE TO BUY 
W ork Shoes 





WHERE TO BUY 


Shoe Forms 


TJairy Jorms 


for Shoes and Hosiery 


made of white, 
transparent or colored 
FAIRYLITE 


Shoe Form Co.,Inec., Auburn, N. Y. 
AEE OOLIL LAN SA LL DELETE IE RES IES 





Fire Your Stock! 


[CONTINUED FROM PAGE 45] 


that figure. If a store sells 2400 pairs 
of $6.00 shoes in a year, the peak stock 
must never be more than 600 pairs. 
Regardless of what a buyer likes, sees 
or hears, the pairs must not go beyond 
that number. It is plain that one can- 
not cater to the universe on such a pro- 
gram, neither can one hope to get all 
the odds and ends of the specialized 
grade. 

“Rule out a buying chart or program 
based on a two months period. ( 
chart at beginning of this article.) 
Never exceed the ‘open to buy’ figures. 
When this sum is spent and announced, 
sample room technique calls for the one 
‘Hot Number’ to be brought out. ‘The 
biggest hit of the season, you must have 
this shoe.’ The simplest way out is to 
inquire, ‘What will we cancel, so that 
this number will be included?’ And 
mean it. A buyer to protect himself 
has go to be tough and hard. 

“A buyer may be most careful in his 
pair buying, exceptionally keen in his 
selection, yet fall down on the one thing 
that makes or breaks his buying success 
—sizes. The balance between sales and 
stock must be accurately maintained at 
all times. To this end a monthly study 
of sizes sold in comparison with the 
actual stock on hand, is a necessity. 
(Charts B and C.) 

“A chart that will reveal the relative 
importance of the various price lines, 
month by month, is shown in Chart D. 
It will be seen that $7.50 leads in each 
month, except April and May. That 
means that during those months the 
$6.000 stock should be strengthened. 

“Still another chart graphing the 
sales week by week is valuable in plan- 
ning the correct times to have the peak 
stock. Remember that Easter is the 
real peak time, but one cannot wait 
until the week before Easter to do the 
planning. It is just as easy to do this 
three months in advance. 

“Do you know that a man has to 
prove a lot of things to his own satis- 
faction before he believes them, then 
he has to prove them to his own organ- 
ization, the salesmen and bosses alike? 

“‘More sizes and less style’ sounds 
trite and copybook stuff, but how many 
have actually proved the truth of this 
in regular selling and during sales? I 
knew it years ago, in the Walk-Over 
store, but only proved it three years 
ago. Unless a merchant has actually 
proved this business truth, he has not 
learned his second lesson in profitable 
merchandising. 

“If further details are needed, make 
a month by month chart that will 
illustrate the model stock; the number 
of pairs and actual investment in each 
group. Check this against the monthly 
sales. This is one sure-fire check of 
keeping the stock at the proper figure. 

“All advertising should be planned 
two or three months in advance. And 
here is a tip. Always advertise the 
merchandise that is most in demand. 
If a $7.50 black kid is the best bet, 
place all your money on that horse. 
Never place it a a three-legged horse, 
or, in other words, never advertise a 
lemon. All get hooked on lemons, but 
get rid of them in some other way than 
telling the people you are stuck. 

“The time to clean stock is at the 
height of the season, not at the end. 
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Markdown. losses, taken three weeks 
before the peak of the season, are al- 
ways much less than those taken at the 
end. Pick out one day in the middle of 
the season in which to promote some 
one item that is at the height of its 
popularity. This is just a case of sell- 
ing what the public wants when it 
wants it. This sounds like old stuff, but 
it is good merc:.andising practice. 

“A department that is clean at the 
end of a season can stimulate more bus- 
iness through showing new merchandise 
than in endeavoring to force the sale 
of odds and ends. That’s a third good 
lesson in merchandising that few seem 
te learn.” 


Foreign Trade Makes Frisco 
Bright Spot 


SAN FRANCISCO, CAL. (UTPS)—Shoe 
men of San Francisco and vicinity re- 
port retail trade good for November, 
with collections improving. 

One reason, possibly the leading rea- 
son, why San Francisco and Oakland 
shoe merchants have felt less of the 
current “depression” is given as fol- 
lows by well-informed merchants: The 
city’s foreign trade has not been 
markedly affected by business condi- 
tions more or less peculiar to the 
United States. Comparing figures for 
shipping traffic in and out of San Fan- 
cisco harbor, available for October, 
1930, with October of 1929 and October, 


| 1928, it is found that this year’s ship- 


ping was but five per cent less than 
the peak figures of October, 1929, and 
all of seven per cent higher than for 
October, 1928. The tonnage for Oc- 
tober, 1930, was 3,305,085. 

Thus, while internal California trade 
conditions, as in other parts of the 
country, show decided depressions when 
compared with corresponding periods 
of last year, the world-port advantage 
of the San Francisco bay region has in 
large degree compensated for untoward 
interior conditions. 


Browns Strong in Denver 


DENVER, CoL. (UTPS)—The Peacock 
Shoe Shop, Denver, is now under the 
management of J. Fink of the Fink & 
Saltzman firm who operate and own the 
two stores located in Denver and 
Omaha, Neb. Mr. Fink and his Omaha 
partner took over the Denver shoe store 
in the early fall and according to Mr. 
Fink it has been a very profitable ven- 
ture. He reports the big leads for his 
trade to be browns in plain suede and 
in kid bands and genuine dark brown 
lizard underlay combinations. 

Dark brown watersnake with har-. 
monizing trim, brown kid with com- 
bination strap of brown and beige ring 
lizard calf, basque brown with suntan 
stitching, beige ring lizard calf with 
cuban heel and other browns of vary- 
ing combinations have been the biggest 
fall sellers so far in the Peacock Shoe 
store in Denver. These shoes range in 
price from $10 to $25. 

Mr. Fink has been in St. Louis. 
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who live on a normal 


sensible 


basis ..... 


The beauty of the Hotel Lexing- 
ton... the luxury of its modern 
appointments . . . the distin- 
guished quality of its French 
cuisine .. . are available at such 
moderate rates that many guests 
who come for a day or a week 
are staying permanently. 


Dinner and Supper Dancing in 
the Silver Grill. Dave Bernie 
and his Hotel Lexington Minute 
Men. 


80I| ROOMS 


Each with private bath (tub and shower) 
lating ice water, mirror door. 

341 rooms with doable bade $4 
lperson. . 

These same 341 rooms for two $ 5 
persons . 

229 rooms with twin beds $ & 
Either one or two persons . 

231 rooms with twin beds $7 
Either one or two Lapa P 


or per 





Club breakfast 75¢ Special luncheon $1.00 
Table d’hote dinner $2.00 Alsoa la carte service 


HOTEL 


LEXINGTON 


LEXINGTON AVE. at 48th ST. NEW YORK CITY 


Frank Gregson, Mgr. 


Phone MURray Hill 7401 


Direction of American Hotels Corporation . J. Leslie Kincaid, President 





Look for exhibit at the Detroit National Shoe 
Retailers Convention, January 5-6-7 and 8. 


Lip pers made with 
ZAPON 


M” of the successful slipper manu- 
facturers have already discovered 
that the beauty and practical wearing 
qualities of Zapon for uppers have not only 
minimized sales resistance to this popular 
line but also built substantial profits on 
the solid basis of customer confidence 
through sheer value. 


This kid soft material is one of extreme 
durability which means economy. It comes 
in a wide variety of colorful patterns that 
permits real styling. In a word, more 
sales and profits. 


[7ARINE 


Reg. U. S. Pat. Off. 


This waterproof chamois soft material in its variety 
of colors and patterns has already taken the lead 
for 1930 as a definite sales builder. In America 
an exclusive product of Zapon. Send for Samples. 


THE ZAPON COMPANY 
STAMFORD, CONN. 


Subsidiary of Atlas Powder Company 
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On the SELLING END 


News of the Shoe Travelers and Sales Activities 


[N the bright lex- 
icon of success, 
there’s no other 
word like Work, 
according to Sam 
Phillips, who sells 
Bob Smart shoes 
in the Pittsburgh 
sector. Sam spells 
Work with a big 
capital W, even to 
the extent of sell- 
ing shoes Saturday 
sremeane = . 
office at - ou: 

ceum Building y Sam Phillips 

the smoky city. They say he even goes 
so far as to accommodate a busy buyer 
now and then on Sundays, but that’s in 
Pittsburgh, not Philadelphia. 

Mr. Phillips is a pioneer in the Bob 
Smart organization. In fact, he was 
one of the first full time salesmen on 
the staff. And he still bats up among 
the top-notchers in point of sales. He 
has a loyal following and a lot of firm 
friends won by unfailing courtesy, 
helpfulness and willingness to accom- 
modate. 


HE Chicago Shoe Travelers Asso- 

ciation elected seventeen delegates 
instructed to vote for Joe Kalisky for 
president at the national convention of 
the N. S. T. A. which meets in Detroit, 
Jan. 2 and 3, at the Book-Cadillac 
Hotel. Simon Ruwitch is chairman. 
Nomination of the present officers for 
reelection for 1931 will be unopposed: 
Dave Marks, president; W. L. Drum- 
mond, vice-president; Charles L. Heil- 
brun, secretary-treasurer. ¢ 


OHN F. POWERS is now on the 

road with the line of hand turned 
shoes made by Sigman & Cohen, Inc., 
of oe N. Y. He is covering 
New England, New York outside of 
New York City, and Pennsylvania, out- 
side of Philadelphia and Pittsburgh. 
Mr. Powers formerly was connected 
with the Bradley Goodrich Co., of 
Haverhill, Mass. 


WHERE TO BUY 


Children’s Footwear 





Approved by Medical Men 
tea alain | 
Foot Developer 

is unexcelied. Well 

known surgeons recom- 

mend its use. 

Burkley Shoe Co. 

1156 No. Main St, 
Brockton, Mass. 


a 
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At a meeting of the Boot and Shoe 
Travelers’ Association of New 
York, held Friday night, Dec. 5, at the 
Hotel Pennsylvania, an entire new 
slate of officers and governors was 
nominated for the year 1931. The 
purpose, as explained by retiring pres- 
ident Robert B. Smith, is to inject new 
blood and to establish a new and more 
energetic policy of activity by the or- 
ganization in its work for the welfare 
of the boot and shoe and allied indus- 
tries of the New York market. 

Among other plans discussed was the 
matter of establishing permanent head- 
quarters and club rooms in the Mar- 
bridge Building. It is reported nego- 
tiations are pending with the manage- 
ment of the building which houses the 
sales offices of more than 250 shoe 
manufacturers. 

_ Many special features are being con- 
sidered in connection with the new 
headquarters, such as model service, 
buyers information, employment bu- 
reau, etc., etc. 

William G. Adams, managing direc- 
tor of the National Council of Travel- 
ing Salesmen’s Associations, was the 
principal speaker, addressing the meet- 
ing on the subject of the Council’s 
campaign for stimulating the use of a 
greater number of commercial travelers 
on the road at this time as a means of 
speeding up the turnover between store 
and factory and assisting the national 
employment situation. 

The association adopted the cam- 
paign slogan of “Since Sales Precede 
Production—To Restore Prosperity, Put 
Your Travelers Back on the Road.” 

Nominations of officers and governors 
were as follows, the election to take 
place at the Hotel Pennsylvania on Fri- 
day evening, Dec. 19. 

For president, Larry H. Sass, of 
Weissmann, Sass Shoe Co. 

For first vice-president, Warren Kol- 
kebeck, of Sherwood Shoe Co. 

For second vice-president, 
Cable, of Elko Shoe Co. 

For third vice-president, Lew Ger- 
son, of L. M. Gerson Co. 

Secretary-treasurer, Harry F. Baker, 
of Boor AND SHOE RECORDER. 

Board of governors: Robert B. Smith, 
Roscoe Orr, L. C. Hart, P. J. Watson. 


George 


F. CAMPBELL, who has 
e traveled out of the Brockton dis- 
trict for the last twelve years, has 
recently associated himself with the 
B. Corbin & Son Company, of 
Marlboro, Mass., manufacturers of 
footwear for young men. Mr. Camp- 
bell will make his headquarters in 
Marlboro, where he will be in charge 
of merchandising and styling, and 
from which he will make trips calling 
on the volume trade. Mr. Campbell, 
who has had a long experience in the 
shoe trade, formerly traveled for the 
Conrad Shoe Co., of Brockton. 
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ACK DOU-- 

CETTE, popu- 
lar and well known 
western represen- 
tative of Valley 
Shoe Corporation, : 
has been promoted 
to sales manager 
for that concern. 
This comes as a re- 
sult of the reor- 
ganization of the 
sales force to mar- 
ket the new Val- 
craft. shoes. Mr. 
Doucette is_ well 
known among shoe men west of Chi- 
cago as one of the keenest, most dy- 
namic men in the business. 

A native of Newfoundland, Mr. Dou- 
cette has at the age of 29 attained an 
enviable reputation for his knowledge 
of shoes and his progressive salesman- 
ship. He has been with the Valle 
Shoe Corporation since it was founded. 
He succeeds to this responsible position 
as the result of his unusual success in 
the West and has already since his ap- 

ointment proved the wisdom of Val- 
ays step by contacting with many 
large concerns in the East. Because of 
his ability to make friends and to sin- 
cerely put his product across to the 
trade, it is safe to predict a bright fu- 
ture for Mr. Doucette in his new posi- 
tion. 


Jack Doucette 


OSEPH J. KOZAK, well known as 

a manufacturer of high grade shoes 
in the New York and Brooklyn district, 
has become affiliated with the Johan- 
sen Bros. Shoe Company, in charge of 
the New York office. He covers the Met- 
ropolitan territory in addition to 
Boston and Philadelphia, as well as 
serving out-of-town outlets that buy 
through the New York office. 

Mr. Kozak’s son, Elmer G. Kozak, 
who was a member of the firm of J. J. 
Kozak & Son, also has joined the 
Johansen organization as representa- 
tive covering the territory in eastern 
Pennsylvania, New York State, New 
England and Washington, D. C. 

In addition to his other duties Joseph 
Kozak will contact the factory at regu- 
lar periods and assist in the styling 
of the lines which comprise turn shoes 
in the $10 retail price range, “Unit- 
ized” processed shoes in the $7.50 and 
$8.50 range, and the Jo-Bo line of $5.00 
and $6.00 shoes, the latter made by 
the Barnes Shoe Company, a subsidiary 
of the Johansen Shoe Company. 

Joseph Kozak is now showing the 
new spring line at the New York office, 
650 Marbridge Building and Elmer 
Kozak is on the road with the new 
spring samples. 
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rn 21088 weOvED 
POS ANTED . MERCHANTS’ NEEDS 


RETAIL SHOE MAN, 16 years’ experience. FIT RITE OVERGAITER CO. f : } 
rience” Csuayhon: ‘Aig CAE care 526 S. 30d St, Philadelphia, Pa SHOE CARTON LABEL 
Boot Sos Reorder, 239 West 39th Street wa NUFACTURERS OF SPATS co) __ SPECIALISTS 

LT PRINTERS. DESIGNERS AND ENGRAVERST 


present for the present Fall seasow | || {I|| THE AMERICAN PRINTING? LABEL CO 


314-316 E.12th St. CINCINNATI. OHIO 


MERCHANTS’ NEEDS FIT RITE SPATS Mice now fot Samper 
With button or Zip fastening. 























pomross AND ORNAMENTS FOR 
OFT SOLE SLIPPERS 
The Be merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 














Milbradt 49th to 50th Sts. 
==] Rolling Step Ladders | Tuband Shower xington Ave. 

Enable you to reach your . $3 te 5 NEW YORK CITY 
highest shelves conver‘: bathe J 


ently. \ 4 For 2 
They last ‘ lifetime $4, to 6. 800 Rooms 
an 
Are made in any style, per Oy Each with Tub 


nium. ™ DISPLAY F glia Pans and Shower 


Write for general catalog 
and let us suggest the Special ‘opty Radio in Every Room 


vance | [SEGALLE SONS] | eee 

933 ARCH ST. cimnmercal centeas lin c.. ¥ 
PHILADELPHIA, PA. Grand Central Palace , 

| ARE BUSINESS GETTERS 


SEND FOR CATALOG 


















































M.~O.POLLINGER. CO. 
216 HOLLAND BLDG., ST. LOUIS, MO. 





Manufacturing on the Increase 





Everything for Your Windows : Y ah) — oo in Rochester 


ey a and R N. Y—With 
i Sitti OCHESTER, - Y.—wWith a number 

Paintine ‘Salons, . Window ios 4. a of factories already cutting leather, 
Paver Borders, Of Fell Fai ieee ee ebiace aap Rochester shoe firms last week pre- 
Pasar Tieterial”’ @ Send fer Paw BE was Marae pared for the expected Winter brisk- 
Pager tari [iste Com artome SS cA ERErEE ness with wholesale prices holding to 


118 West Broadway, § New York — SAECO aa their usual level. 
due” wan nae No large orders have been received, 


: wh a retailers for the most part buying in 
small parcels, generally in odd sizes. 
WANTED TO PURCHASE Breakers, Endicott Johnson was reported work- 
Paice ATLANTIC CITY ing at nearly 80 per cent capacity last 
Nv. week, while Dunn & ayer ——— 

P A ginning to move into its addition whic 
If you contemplate selling your Extraordinary Reduction will add 71 per cent more storage space 
entire or surplus stock com- in. Rates to its plant in Auburn. The Sherwood 
municate with us. Prompt at- Shoe Company in Rochester has 
tentio.: given. No Increase Over Thanksgiving, launched a line of cement sole shoes, the 


xX and New Year’: sixth factory here to adopt the new 
KIRSCH-BLACHER CO., INC. mas ow 8 process. 


624 Broadway N York 
: ew As Low as 
Without Meals To Treat Foot Ills in 


We will pay the best t price for $2.50 Daily Per Person Los Angeles 


your surplus or entire stoc! 

merchandise mspartmant 35.00 Up Weekly for 2 Cotumsus, OHI0O—Dr. John Martin 
With Meals Hiss, D.O., M.D., well known foot sur- 
geon of Columbus, will spend January, 
$7.00 Daily Per Person a = March in pont Angeles, 
where he will operate on bunion cases 
85.00 Up Weekly for 2 and treat broken arch cases at the 

Osteopathic Sanitarium Hospital. 


























All matters strictly hy 
I. SIMON CO. 


101 Reade » Sts New York Gy 
Phone Worth 5922 
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RETAILERS 
IN STOCK 


Combination Last AA to D 





Send for Catalog 


Lightweight Black Calf 
Camilion Calf Underlay 
Welt Sole 
Leather Heel 


“MADE IN PHILA. BY MASTER CRAFTSMEN” 
C. S. GIBBON CO., Inc. 
54 No. 4th St., Phila., Pa. 


$9.50 
RETAILERS 


We are ready 


cents. 
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Montreal Shoe Man Dies 


MONTREAL—Oscar Brunet, one of the 
founders of the Eagle Shoe Company, 
Limited, and former president of that 
concern, died at Anaheim, Cal., follow- 
ing a protracted illness. He was 65 
years old. 

Mr. Brunet was born at Coteau Land- 
ing, Que., a son of Maurice Brunet and 
Philomene Deschamps, and for some 
years operated a general store in that 
place. Twenty-two years ago he sold 
his business and came to Montreal, 
where with E. A. Marchildon he 
founded the Eagle Shoe Company, 
Limited. He was appointed president 
of that concern, which position he oc- 
cupied until 13 years ago. 

He is survived by seven sons, Guy 
and Albert, of Anaheim, Cal.; John, of 
Los Angeles, Cal., and Arthur, Joseph, 
Adrien and Alfred, of Montreal. His 
wife predeceased him some years ago. 
Two brothers and five sisters also sur- 
vive. 


Protects Buckle Designs 


NEWARK, N. J.—The Riker Com- 
pany, of Newark, N. J., producers of 
fine buckles, has sought a solution of 
style pirating troubles by taking out 
patent designs for each of the new 
styles created. 

The United States Government has 
issued over 150 different patents dur- 
ing the past six months, and in quite a 
number of instances infringements 
have been withdrawn from the market 
as soon as the violations were called to 
the attention of The Riker Company. 

Retailers, as well as manufacturers, 
stand liable to prosecution if they sell 
shoes on which are buckles infringing 
upon the Riker patent rights. The firm 
believes that in this way the maker 
and the seller of quality merchandise 
can yeap the benefits of thoroughly 
protected merchandise and furthermore, 
the finest of talent can be put to work 
in designing better and more attractive 
footwear jewelry. 


Miami Store Sold 


MiaMI, Fia. (UTPS)—McCarthy’s, 
operating a high class shoe shop for 
women at 139 Central Arcade, has sold 
its lease and fixtures to Bomar Rau Co., 
of Charleston, S. C., and Macon, Ga., 
who will present a special line of shoes 

McCarthy’s will return to the Vene- 
tian Arcade, where they have a shop 
known as the Venetian Bootery. 





New Edition 
Shoe and Leather Lexicon 


to take orders for at once delivery 


of the new and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 


tion, over 100,000 copies now in use. 


Price 50 
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Why Fitting Is Paramount 


[CONTINUED FROM PAGE 68] 


make our salespeople liars. We cut it 
out. The finest, largest and most suc- 
cessful shoe stores and departments in 
the country today mark their shoes in 
plain sizes. 

Now just a brief word about foot ex- 
ercises. There are many complicated 
exercises for the feet recommended by 
physical culture schools, foot special- 
ists, makers of health footwear, etc. 
The idea that a weak foot can be re- 
stored to normal merely by a system of 
exercises is foolish. In the first place, 
a foot with a weakened arch is in no 
condition for exercise. No physical 
trainer would think of putting an ath- 
lete through a course of training when 
he was ill or physically exhausted. First, 
there must be a period of rest. Just so 
with a sick foot. The first thing neces- 
sary is to remove the overstrain that 
caused the trouble. After that simple 
exercise is very good. Complicated 
forms of exercise are of doubtful 
value, because, in the first place, peo- 
ple will not do them. Secondly, the 
best form of exercise is that which most 
closely approximates the natural action 
of the muscles in normal use. 

The three exercises illustrated on 
page 48 are simple and bring into play 
in a natural manner just those muscles 
which are used. in walking and at the 
same time will materially help in de- 
veloping an erect, graceful carriage of 
the whole 4 

The heel and toe exercises should be 
done barefooted, night and morning. 
Standing erect, with the hands on the 
hips, which will bring the shoulders 
back in a correct posture, raise the 
weight slowly on the toes as high as 
possible as shown in illustration. Let 
the weight drop back to the heels and 
repeat. 

Number two is the reverse of this. 
Standing in the same way, raise the 
toes up as far as possible, with the 
weight on the heels, and repeat. Do 
not hurry. Take your time. Begin 
with each exercise about five times and 
gradually work up until you can do 
them thirty or forty times without 
strain. If you cannot do both, at least 
do number one. 

Every man or woman who is confined 
to a desk should do these exercises 
faithfully night and morning. They 
bring the leg and foot muscles into nat- 
ural, healthy play and will do much to 
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overcome the ugly stooped over posi- 
tion of the shoulders so common to 
office workers. 

The illustration at the top of page 
48 is, frankly, a pet of my own. I have 
never seen it illustrated anywhere, but 
I consider it not only a fine exercise for 
the whole body, particularly the feet, 
legs and back, but also a safety meas- 
ure. I call it the Safe and Sane way 
to walk up and down stairs. 

Try this: Put the ball of your foot 
on the step, body erect, then push down 
on your foot and straighten your knee, 
lifting your body up and at the same 
time place the other foot on the step 
above. Take your time. Use only the 
ball of the foot, keep the body straight 
and lift it by straightening the knee. 
It may be a little tiresome at first. Try 
it on one flight of stairs. Then coming 
down, drop the weight onto the ball of 
the foot first, letting the heel down 
afterward and_ keeping the body 
straight. This is not only an easier 
way to walk down stairs, but it is much 
safer. You will never hook your heels 
into the stair treads if you come down 
on the ball of the foot first. 

Try this for a few days and then 
make it a habit to walk up and down 
stairs at least once every day. 


To Attend M. A. S. R. A. 
Convention 


PITTSBURGH, PA.—Plans for a repre- 
sentative turnout of shoe dealers from 
this section at the Middle Atlantic 
State Shoe Retailers convention at 
Atlantic City Jan. 19-21 were made at 
the December meeting of the Pittsburgh 
Shoe Retailers Association held in the 
Cantilever Shoe Shop, Jenkins Arcade, 
on the night of Dec. 4 

H. W. Ritter presided at the meet- 
ing. Morris Browdy, the well known 
shoe man and general manager of 
transportation, outlined the plans for 
going to Atlantic City. Resolutions of 
sympathy were ordered sent to Daniel 
W. Glick, the well known retail shoe 
merchant and a director of the organ- 
ization who has been confined to his 
home by illness. 

S. H. Steinhauser, a Pittsburgh 
newspaperman, gave a brief account of 
the life of a newspaperman and told 
of some of his experiences. 
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Business Changes 


CALIFORNIA — Inglewood — People’s Oppor- 
tunity Store (4418 Lennox Ave.) ; boots, shoes, 
etc.; recently commenced business. 

Cc ECTICUT — Hartford—K & K Shoe 
Store (281 Main St.) ; boots and shoes; reported 
removed to 359 E. Main St., Fall River, Mass. 

GEORGIA — Marietta — Cogburn & Latimer, 
Inc.; boots, shoes, etc.; succeeded by Cogburn, 


Inc. 
INDIANA — Washington — Golden Rule Shoe 
Store, Inc.; boots and shoes; incorporated. 
LOUISIANA—Monroe—Guarantee Shoe Co., 
ie 8 and shoes; inc. authorized capital 
MASSACHUSETTS—Avon—Ellis-Fisher Shoe 
Co.; manufacturersg filed issue of $21,500 pre- 
ferred stock. 
MASSACHUSETTS—Boston—Goodwin’s Shoe 
Store; boots and shoes; business certificate filed 
by Harry Slesinger. 
Boston—Unity Shoemakers, Inc.; manufac- 
turers; filed issue of $20,000 common stock. 
Winer-Kane Shoe Co.; manufacturers, recent- 
ly commenced business. 
Jack Young Shoe Corp.; 
recently incorporated. 
Salem—Sycle Shoe Co.; manufacturers; 
ported removed to Lynn, Mass. 
MISSOURI—Kansas City—J. E. Biles; boots 
and shoes; reported selling or sold out. 


boots and shoes; 


re- 


St. Louis—Original 805 Stores, Inc. (805 Mor- 
gan St.); inc. authorized capital $3,000. 

NEW YORK — Buffalo— Bootery of Buffalo, 
Inc.; boots and shoes; incorporated. 

New York City — Eighth Avenue Shop, Inc.; 
boots, shoes, etc.; inc. authorized capital $2,000. 

Rosedale—William W. Krieger (143-65 243rd 
St.) ; boots and shoes; removed to 109-12 Liberty 
Ave., Richmond Hill, 

OKLAHOMA — Vinita — Davis Hill & Co.; 
boots, shoes, ete.; reported selling or sold out. 

Montgomery Clothing Co.; boots, shoes, etc. ; 
reported selling or sold out. 

PENNSYLVANIA — Cresson — Rose Marie 
Shoes, Inc.; boots and shoes; inc. authorized 
capital $10,000. 

Philadelphia—Fenton Shoes, 
Broad St.); boots and shoes; 
capital $5,000. 

Pottsville—Lefkowitz (214 N. Center St.); 
boots, shoes, etc. ; inc. authorized capital $15,000. 

TEXAS—Greenville—Al A. Eiland Clo. Store; 
boots, shoes, etc.; reported sold out to E. E 
Shields Clothing Co. 

WISCONSIN—Appleton—Schweitzer & Lan- 
genberg; boots and shoes; reported will dissolve 
partnership and be succeeded by J. B. Langen- 
berg. 


(6118 N. 
authorized 


Inc. 
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Failures, Embarrassments, Etc. 


GEORGIA—Rome—E. Aronoff & Son; boots, 
shoes, etc.; reported petition in bankruptcy. 

ILLINOIS—Chicago—Harry B. Groupe (“Dea- 
ler Department Store’) (“True 9 Store’) (3047 

. 92nd St.) (also 188 State St., Hammond, 

d.); boots, shoes, etc.; reported petition in 
bankruptcy. 

Jake Kanouch (Ogden Ave.) ; boots, 
ete.; reported petition in bankruptcy. 

amyouis ge en reid “Lincoln Ave.) ; boots 

d shoes ; ition in bankruptcy. 

““Sanesl ‘olka (332, sh 115th St.) ; boots and 
shoes ; reported petition in bankruptcy ; re- 

ported receiver appoin 

pOMASSA CHUSETTS—Boston—Max Appel (9 
Bunker Hill St.) (Charlestown District) ; boots, 
shoes, etc.; reported assigned. 

Chelsea—World Shoe Co.; manufacturers; re- 
ported assigned and called meeting of creditors. 

MISSOURI — Kansas City— Ernest Weil 
(“The Bub Store”) (500 Main St.) ; boots, shoes, 
etc.; reported petition in bankruptcy. 

NEW JERSEY—North Bergen—Charles Gold- 
stein (875 Bergenline Ave.) ; ts and shoes; 
reported called meeting of creditors. 

Orange—Louis Cohen (“Le Co.’s Dept. sen 
(275-7 Main St.); boots, shoes, etc.; repo 
petition in bankruptcy. 

Paterson — Fabian Leffertz Bootery, Inc. 
(Broadway and Church St.); boots and shoes; 
reported petition in bankruptcy. 

NEW YORK — Brooklyn — J. Albert & Son 
(567 DeKalb Ave.); shoe manufacturers; re- 
ported petition in bankruptcy. 

Sam Kohn (3145 Coney Island Ave.); boots 
and shoes; reported called meeting of creditors 
for Nov. 28. 

Brooklyn—Max Rabinowitz; boots and shoes; 
reported called meeting of creditors for Dec. 1. 

Harry Steinberg if 1800 Fulton St.) ; Soe and 
shoes; reported called meeting of credito 

White Plains—Sam Cohen (‘“New York "ies 
Store”) (61 Main St.); boots and shoes; re- 
ported offering to compromise at 50 per cent. 


shoes, 


New York City—Schoenfeld & Romano, Inc. 
(30 E. 10th St.) ; shoe manufacturers ; reported 
called meeting of creditors for Nov. 28. 

OHIO—Columbus—Richard Flagg Shoe Store; 
boots and shoes; reported receiver appointed. 

OHIO—Zanesville—Zwelling Bros. Co., Inc. (802 
Marietta St.—702 Main St.) ; boots, shoes, etc. ; 
reported petition in bankruptcy. 

OKLAHOMA — Cordell — Jacob Albert ; boots, 
shoes, etc.; reported assigned. 

Gould—The Dixie Store (Joe Dahil, 
boots, shoes, etc.; reported assigned. 

PENNSYLVANIA—Latrobe—Maurice J. Louis 
("Louis Boot Shop’’); boots and shoes; reported 
petition in bankruptcy. 

Philadelphia—Israe] Friedman, Inc. (1416 Pop- 
lar St.); boots, shoes, etc.; reported petition in 
bankruptcy. 

Pittston—Max Vogel (S. Main St.) ; boots and 
shoes; reported petition in bankruptcy. 

Washington—Harry M. Rubens (Rubens Novel- 
ty Boot Shop); boots and shoes; reported peti- 
tion in bankruptcy. 

SOUTH DAKOTA — Woonsocket — Macauley’s 
Shoe Store; boots and shoes; reported assigned. 

TENNESSEE — Chattanooga — Ideal Credit 
Stores, Inc.; boots, shoes, etc.; reported petition 
in bankruptcy. 

TEXAS—Beaumont—Sam Wyde (Wyde’s Shoe 
Store); boots and shoes; reported petition in 
bankruptcy. 

Corpus Christi—Leon Ophirton; boots, shoes, 
etce.; reported petition in bankruptcy. 

Terrell—Isaac Bardine; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

WASHINGTON — Cashmere — Thomas Carol 
(“Carol’s”’) ; | ae shoes, etc.; reported petition 
in bankruptc 

WISCONSIN—La Crosse—C. W. Liberty, Inc. ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Milwaukee — Elmer J. Sokup (3222 North 
Ave.); boots and shoes; reported petition in 
bankruptcy. 


Prop.) ; 





New Shoe Stores 


Austin, Minn.—Erickson Bros. 

Middletown, Ind.—L. E. Carter. 

Mt. Vernon, Ind.—Edward is gaa 

Petersville, MS oe Worsham 

Ogden, U.—W. Grant Co. (soo n). 

Grand Rapids, Mice Ww. T. Grant Co., 163 
Monroe Ave. 
sn es Ohio—W. T. Grant Co., 109 
aera Ky.—Louisville Store, Hansford, 

ig. 


Boor AND SHOE RECORDER 


combining THE SHOE RETAILER, Dec. 13, 1930 


Corbin, Ky.—J. J. Newberry Co., Main St. 
(soon). 

Quincy, Ill_—Montgomery Ward & Co., 517-21 
Maine St. 

New York, N. Y.—Eighth Avenue Shop, Inc. 

Toledo, Ohio—Reeder, Yant & Co., 3337 Mon- 
roe St. 

Piqua, Ohio—Piqua Shoe Co., Inc. 

Clinton, Mass.—Sanford’s, Inc., 66 High St. 

New York, N. Y.—J. Albert & Son, Inc. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


New York, N. Y.—Eureka Leather Novelty 
Co., Inc. 

Fort Wayne, Ind.—K. & M. Shoe Co., Inc. 

Detroit, Mich.—McBryde-Gervis, Inc. 

Jacksonville, Fla.—Frances Marion Shoppe, 
Inc. 
Pleasantville, N. 
Store, 75 N. Main &t. 

New Brunswick, N. J.—Standard Shoe Co., 
Inc., 61 French St. 

Franklin, N. J.—Franklin General Store. 

Camden, N. J.—Self Service Shoe & Hosiery 
Co., 700 Federal St. 

Spencer, Wis.—Mrs. Emma Lomyo. 

Corinth, Miss.—W. A. Burns. 

Zeigler, Ill.—Herrin Supply Co. 

Chicago, Ills—Edw. A. Jedlicka, 1238 W. 18th 
St. 


J.—Tipmans Department 


Gleason, Tenn.—Hite Finch. 

Morgantown, Ky.—C. T. Moore. 

Adrian, Minn.—H. R. Merlein. 

Detroit, Mich.—Grason, Inc., 9532 Jos. Campau 


ve. 

Tryon, N. C.—Fred Swann. 

Roy, Mont.—-Mrs. A. Kalal. 

Canton, Ga.—E. M. Rudasill. 

Ever, Ky.—R. V. Jenkins. 

Johnson City, Tenn.—Ford Merc. Co., I 

New York, N. Y.—Midwood Shoe Salem, “i798 
Flatbush Ave. 

Mooresville, N. C.—Manufacturers Outlet, 32 
Main St. 

Moundsville, W. Va.—Frank Ferris, 9th and 
323 W. 


Lafayette. 
ae Fla.—The Hub Store, 


‘Clarksville, Tenn.—Clarksville Bargain Store, 
St. 


133 3 

Prinecton, Ky.--Goldsmith’s No. 2, I.0.0.F. 

isecsrelii Ind.—Harry G. Hursh. 

Detroit, Mich.—Grason, Inc., 1426 Woodward 
Ave. 
Baltimore, Md.— Fairmont Bargain Store, 

Fairmont Ave. 

Plant City, Fla.—Fashion Shop, 101 S. Col- 
lins St. 

Darby, Pa.—Parker Department Store. 

Hawthorne, Cal.—Chaney’s Department Store, 
317 N. Hawthorne Ave. 

Jackson, Ky.—Green Haddix, Highland Ave. 

Cleveland, Ohio—Brooklyn Department Store, 
4252 Pearl Road. 

New York, N. Y.—Hermann’s Footwear, Inc. 

Wilmington, Del.—Keystone Shoe Store, Inc. 

Utica, N. Y.—Harmony Stores, Inc. 

Memphis, Tenn.—I. Miller Co. 

Columbia, S. C.—Capitol Shop, 1518 Main St. 

Winston-Salem, N. C.—Nell O’Neil Shoe Store, 
N. Liberty St. 

New Orleans, La.—G. R. Kinney Shoe Co., 
1700 Dryades St. 

Spencer, W. Va.—Mays’ Shoe Store, McKown 
Hotel Bldg. 

Pittsburgh, Pa.—June Belle Shoe Store, 739 
E. Ohio St., Northside. 

Jacksonville, Fla.—The Quality Shop. 

Kansas City, Mo.—Factory Outlet Shoe Co. 
3126 Troost Ave. 

Orange, Cal.—Vitality Bootery, 146 S. Glas- 
sell Blvd. 

Philadelphia, Pa.—Sam’s Army & Navy Store, 
320 Market St. 

Harlan, Ky.—Peoples Store Co. 

Asheville, N. C.—United Five Cents to Five 
Dollar Store, Inc. 

Fort Wayne, Ind.—K. & M. Shoe Co., 

Detroit, Mich.—McBryde-Gervis, Inc. 

Clearwater, Fla.—Bud & Mary, Inc. 

Floodwood, Minn.—Alexander Hamanin, Fog- 
garty Bldg. 

Walworth, Wis.—Stuart’s Store. 

Los Angeles, Cal.—J. J. Sugarman Co., Ltd., 
4726 Whittier Blvd. 

Yonkers, N. Y.—York Bargain Stores, Inc. 

Orangeburg, S. C.— Renneker Merchandise 
Stores, Inc. 

Portland, Ore.—M. Goldblatt Co., 394 Clifton. 

Jacksonville, Fla.— The Frances Marion 
Shoppe, Inc. 

Atlanta, Cal.—Walter R. & R. G. Gardiner, 
Simms Station. 

Cutler, Cal.—Ed. Wightman. 

Holy City, Cal.—J. C. & D. Frederickson. 

Silver Lake, Ore.—Ruth R. Martin. 

Jaggy, Wash.—Gilling Store. 

Pasco, Wash.—Stewart S. Siberry. 
me River, Ore.—Gross & Forman, 
Bldg. 


Inc. 


Gross 



























Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 




















A Buying Guide to 





BOOTS AND SHOES 


Athletic Shoe Co., Chicago, Ill....... covces 08 
Bancroft-Walker Co., Boston, Mass........ 9 
Bass, G. H., & Co., Wilton, Me........... 72 
Beacon Falls Rubber Shoe Co., Beacon 
Falls, De. cccnsecqussces aeeeeeee wes 

Biarritz Sandals, New York City.......... 72 
Bleecker Shoe Co., New York City........ 59 
Blog Shoe Findings Co., New York City.58, 68 
Boyd-Welsh Shoe Co., St. Louis, Mo...... 16-17 
Brooks Shoe Mfg. Co., Phila., Pa....... 66, 68 
Brown Shoe Co., St. Louis, Mo.......... 24-25 
Burkley Shoe Co., Brockton, Mass........ 74 
Capezio, New York City................. 66 
Chase, W. S., & Sons, Haverhill, Mass..... 62 
Chicago Theatrical Shoe Co., Chicago, Ill... 68 


Clapp, Edwin, & pee ener E. Weymouth, an 


BIOs coves cemecnssnnacd éiea.is cétasea> 
Connell, J. M., Shoe Co., So. Braintree, 

MUMGB. sais ccecscseceecs ccvestcuektt uot 64 
Crescent Shoe Co., New York City........ 58 
Crossett Shoe Co., Augusta, Me............ 32 
Ebberts, John, Shoe Co., Buffalo, N. Y..... 72 
Edwards, J., & Co., Phila., Pa....... 4th Cover 


Emerson Shoe Mfg. Co., Rockland, Mass.... 


Evans’, L. B., Son Co., Wakefield, Mass.... 64 
Firestone Footwear Co., Boston, Mass...... 14 
Fried, Lazarus, & Sons, New York City... 59 


Friedman, B., Shoe Co., New York City.... 
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Greenwald Shoe Co., New York City...... 58 
Grossman, Julius, Ine., New York City.... 49 
Horwitz, Vincent, Co., New York City.... 64 
Hoyt, F. M., Shoe Co., Manchester, N. H... 62 
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BEWARE OF PRICE PANIC!.........-- 


i! MEN’s Sport STYLES FOR SOUTHERN 
PLAYGROUNDS ......... 


1931 WiLL BE a WorkK SHOE YEAR. 


i No OTHER INDUSTRY GETS MORE IN 
CasH 
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FIRE YOUR STOCK ..... 
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a -eapeeey Shoe Manufacturers, St. Louis, - 


eee errr eeseseee Pere ee eeeeeeeeerrene 





Johnston & Murphy, Newark, N. J........ 4 
Keith, Geo. E., Co., Brockton, Mass....... 29 
Kendall Shoe Co., Haverhill, Mass......... 62 
Levey Bros., New York City...........--- 58 
McElroy-Sloan Shoe Co., St. Louis, Mo.... 1 
Miller Rubber Co., Akron, Ohio........... 13 
Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. ........... His nebiew ssa T 
Morse & Rogers, New York City.......... 59 
Nettleton, A. E., Syracuse, N. Y..........- 60 
Norridgewock Shoe Co., Norridgewock, Me. 66 
NuWay Shoe Co., New York City........- 58 
Old Colony Shoe Co., Brodkton, Mass....... 62 
Packard, M. A., Co., Brockton, Mass....... 60 
Paristyle Footwear Mfg. Co., Inc., New 
Work Cy cccccccccccccce cdseemenieneyie 
Powell & Campbell, New York City....... 59 
Reed, E. P., & Co., Rochester, N. Y....... 6 
Reynolds, Bion F., Brockton, Mass........ 60 


Richards & Brennan Co., Randolph, Mass.. 60 


Roberts-Johnson & Rand, St. Louis, Mo.... 21 
Saks, M. J., Shoe Corp., New York City... 58 
Schwartz & Herder, Inc., Phila., Pa....... 68. 
Shaft-Pierce Shoe Co., Faribault, Minn.... 72: 
Smith, Wm. Summer, Chicago, Ill......... 68. 
Stacy-Adams Co., Brockton, Mass........ - 60 
Swan Shoe Co., Baltimore, Md..,........- 64 
Tweedie Bootop Corp., Jefferson City, Mo... 61 


United States Rubber Co., New York City, 
Front Cove: 


Valley Shoe Co., St. Louis, Mo...... 


Weiss, J., Shoe Co., New York City 
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LEATHER AND OTHER MATERIALS 


& Leather Co., Boston, 


American Hide 
Mass 

Beebe, Lucius, & Sons, Boston, Mags.2nd Cover 

Evans, John R., & Co., Camden, N. J....30-31 

a ay A. bebe & Sons Corp., Milwaukee, : 

ansaunians ‘aise da ree Salat 32 

Hubschman, E., & Son, Phila., Pa......... 


A. C., Leather 


feereereeees . 


Lawrence, Co., 
Mass. .. 


Lima Cord Sole & Heel Co., Lima, Ohio... 12 


New Castle Leather Co., New York City... 18 
Northwestern Leather Co., Trust, Boston, 
Mass. 27 
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Ohio Leather Co., Girard, Ohio. 
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Zapon Company, Stamford, Conn.. 



























